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feeding will 
increase profits for the 
feeder and for the feed 
dealer. Proof of this state- 
ment is supplied in this 
month’s issue of The Feed 
Bag. Study the various 
articles—assimilate only a 
few of the many facts, 
practice only some of what 
is preached—and if you 
don’t sell more feed this 
summer — it’s your own 
fault. 
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The chilly nights and cloudy spring 
days, characteristic of Wisconsin 
climate, make special care and 
special feeds necessary to over- 
come these unfavorable conditions 
for chicks during the starting and 
growing period. 


Warm, well-built brooder houses 


Wisconsin Mashes develop large-bodied, and efficient brooder stoves pro- 


ll-feathered birds. . 
well-feathered birds vide protection from the cold with- 


out. But it is equally imperative to feed a ration which will supply 
the chicks with an abundance of body heat and energy from within. 


WISCONSIN STARTER and GROWING MASHES are made 
specifically for these Wisconsin conditions. They provide the 
chicks with heat, strength and vigor to withstand the chilly nights 
and windy days. 


Likewise, both mashes are fortified with the full requirement of 
vitamin-potent cod liver oil recommended by experiment stations. 
This insures proper bone formation for Wisconsin chicks which of 
necessity must be kept indoors much of the time. 


That WISCONSIN mashes are demonstrating their superiority un- 
der actual feeding conditions is attested by the increasing preference 
given them by Wisconsin dealers and poultrymen alike. 


MADE BY THE MILLERS OF THE WISCONSIN LINE 


NorTHERN MILLING Co. 


WAUSAU, WISCONSIN 


100L6S. 


~ NORTHERN MILLI MILLING 
WAUSAU, WiS. NORTHERN MILLING CO 


wauSau, wis. 


NORTHERN MILLING 


WAUSAU, NORTHERN 


The Poultry Feeds for Poultry Profits 
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Reduce Feed Costs 


This automatic machine 
saves labor, time and 
Space. It is a combined 
mixer, loader and sacker 
in one compact uni. 
Mixes all kinds of dry 
feeds. 


3 in 1 
Feed Mixing Plant 


Cleans itself automatically 
after each batch is finished. 
Shipped ready to operate. 
Have you received our new 
general catalog 30G? If not, 
write for your copy. 


SUPERIOR D. P. CUPS 


Increase Elevator Capacity 


Without changing anything but the cups, you can increase your elevator 

capacity 20 per cent. Superior D. P. Cups can be placed closer on the 

belt. They discharge perfectly. Use these better cups. We carry com- 
plete stocks. 


W. C. Stephan, Representative, Box 85, Eau Claire, Wis. 


Fverything Jor Every Mill and Elevator 
‘She Strong-Scott Co. ‘STROWG 


Minneapolis Minn. Great Falls Mont. 


In Canada: The Strong-Scott KOT) 
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THIS APRIL USED CARLOADS 


E is a big manufacturer. He uses FOS- 

FOR-US in all his feeds. Last year he 
bought 4 carloads of FOS-FOR-US a month. 
This year he is using 8 carloads a month. 
He is finding the feed business good this 
year — just twice as good as it was last. He 
finds that FOS-FOR-US in his feed gives 
dairymen and stock feeders good results. 
They come back for more. They give him 
more and more of their business. His sales 
keep going up. 
He investigated FOS-FOR-US fully before 
he adopted it. He demanded the evidence 
of hundreds of analyses of samples. They 
all proved two facts: FOS-FOR-US is pure, 
and it is remarkably uniform. 


He studied the reports of feeding experi- 
ments. He saw a great state experimental 
station bulletin that said, “FOS-FOR-US 
contains calcium and 
phosphorus in the 
correct proportion and 
infavorable amount.” 
He saw masses of 


evidence showing how FOS-FOR-US speeds 
up the finishing of hogs and steers for 
market. How it extends and prolongs milk 
flow of dairy cows. How it produces hard 
shelled eggs, ends breakage and increases 
hatchability. How it induces growth and 
produces thrift and vigor in every animal 
to which it is fed. 

He learned, too, that FOS-FOR-US is now 
being used by over 1,000 millers and feed 
manufacturers, and that they report an 
average saving of $10 a ton through its 
use. It gives you a lower handling cost, a 
lower mixing cost, and complete absence 
of variation and spoilage. 

If there’s any point about FOS-FOR-US that 
you don’t understand, write us. It may be 
covered in the Miller’s Brief— which you 
will want to read. In any event write. 
FOS-FOR-US offers such a good proposition 
that every feed man- 
ufacturer who thor- 
oughly understands 
it will, we believe, 


LAST APRIL 


adopt it. 


AVIER HOGS-MORE EG 


>MORE MILK 


| [NTERNATIONAL (ORPORATION 


MANUFACTURERS OF GRADE FERTILIZERS 


INTERNATIONAL AGRICULTURAL CORPORATION 
61 Broadway, Dept. 18 New York City 


Millers of the Nation have read this 
Brief. Send for your copy today. 
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How 
About It? 


recently published show an 
average gain of 10% per year in 


the use of commercial mixed feeds 
in the country during the last ten 
years. 


oe our word for it please— 
Arcady’s books show a growth 


of much higher than 100% in the 
same time. 


How about your figures? Arcady- 
Wonder Feeds—built up to a 
standard and not down to a price— 


will help you show a big gain in 
your business. 


How about it? 


ARCADY FARMS MILLING COMPANY 


Cuicaco, ILLINors Kansas City, Mo. 
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Four Professors to Conduct School 
At Central Convention 


Dealers to Gather at Schroeder Hotel, Milwaukee, June 16, 17 
Association Completing Plans for Biggest Meeting in History 


OUR of the greatest authorities 
in their fields ever obtained to ad- 
dress any trade convention, will 
comprise the “faculty” of the Busy 
Dealers’ Feeding school at the fifth an- 
nual convention of the Central Retail 
Feed association, to be held at the 
Schroeder hotel, Milwaukee, 
and Tuesday, June 16 and 17. 

The dean of the “faculty” will be J. 
G. Halpin, professor of poultry hus- 
bandry at the University of Wisccnsin. 
Professor Halpin is acknowledged to be 
one of the most outstanding poultry hus- 
bandry men cf the country. He con- 
ducted the Central Retail Feed asso- 
-ciation’s first Busy Dealers’ Feeding 
school with Prof. F. B. Morrison, now 
at Cornell university, and has been a 
member of the school’s “faculty” ever 
since. 

Bohstedt on “Faculty” 

Dr. G. Bohstedt, professor of animal 
husbandry at the University of Wis- 
consin, will conduct the Busy Dealers’ 
Feeding school classes in dairy, steer, 
and hog feeding. Professor Bohstedt 
came to Wisconsin from Ohio, and al- 
though comparatively young, at- 
tained an enviable reputation for his re- 
search work in various phases of animal 
husbandry. He is well-known through- 
out the feed industry, and has addressed 
an annual convention cf the American 
Feed Manufacturers association as well 
as previous meetings cf the Central Re- 


tail Feed association. 
The other two members of the 
“faculty” have never addressed meet- 


ings of the Central Retail Feed asso- 
ciation, but through their work have 
become well-known and_ well liked 
among Wisconsin feed dealers. They are 
Prof. A. L. Stone, who is in charge of 
seed and weed control work for the 
Wisconsin Department of Agriculture 
and Markets, and Prof. C. J. Chapman, 
also of the University of Wisconsin, who 
will discuss fertiizers. Professor Stone’s 
talk will be on “The Weed Problem”. - 
School Tuesday Morning 

The Busy Dealers’ Feeding school’ 

will occupy the entire second morning 


Monday . 


ternocn session of the convention. 


of the convention on Tuesday, June 17. 
‘the convention proper, however, will 
open early Monday morning, June 16, 
and dealers and others who plan to at- 
tend are urged to make the trip to Mil- 
waukee on Sunday, June 15, so that they 
will surely be here for the Monday 
morning’ meeting. 

The principal speakers for the Mon- 
day morning and afternoon sessions of 
the convention have not been selected, 
but two or three outstanding men will 
be invited in the near future. Some of 
the subjects which will be discussed at 
the Monday sessions include truck op- 
eration and delivery costs, the cash ba- 
sis, chain stores, long vs. short time 
bookings and selling feed on the basis 
of replacement cost. A debate on home 
mixing will be one of the features. 

A. L. Flanagan, Fraser-Smith Co., 
Ltd., president of the Milwaukee Cham- 
ber of Commerce, will deliver a short 
address of welcome at the opening ses- 
sion of the convention Monday morn- 
ing. L. J. Hartzheim, Hartzheim Fuel 
& Feed Co., Beaver Dam, Wis., will de- 
liver the president's annuai address and 
annual reports will be presented by 
Treasurer Colby Porter, C. S. Porter, 
Fox Lake, Wis., and Secretary David 
k. Steenbergh, The Feed Bag, Milwau- 
kee. The necessary convention commit- 
tees will also be appointed by President 
Hartzheim on Monday morning. 

McArthur to Preside 

C. E. McArthur, Elgin Flour & Feed 
Co., Elgin, Ill., vice-president of the as- 
scciaticn, will preside at the Monday af- 
At- 
tendance at this session will be strictly 
limited to bona fide retail feed dealers 
but all retail feed dealers are invited to 
be present, regardless cf whether or not 
they are members of the association. 
This will be the first time that any 
Central Retail Feed association conven- 
tion session has been closed to manu- 
facturers and other wholesalers, but 
manufacturers and wholesalers will be 
most welcome at all other convention 
meetings and events. 

Problems peculiar to the retail feed 
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dealer will be discussed at the Monday 
afternoon session. The nominations 
committee will make its report and the 
annual election of officers will be held. 
Two proposed amendments to the con- 
stitution of the association will be voted 
on. The code of ethics committee will 
make its report and a proposed code of 
ethics for the asscciation will be care- 
fully considered and voted upon. 

The annual convention banquet, en- 
tertainment and dance will be held Mon- 
day evening, June 16, in the beautiful 
silver ballroom of the Hotel Schroeder. 
All delegates and visitors at the conven- 
tion, together with their ladies, will be 
welcome at the banquet. One speaker 
will be invited to deliver a short, en- 
tertaining address and some wholesome 
vaudeville entertainment will be pro- 
vided, 

Surprise Party for Men 

Special entertainment for the ladies, 
the nature cf which will be announced 
later, is being arranged for both Mon- 
day and Tuesday afternoons. A special 
surprise party, fcr men only, is also be- 
ing arranged for Tuesday aiternoon, as 
the closing feature of the convention. 

President Hartzheim and Secretary 
Steenbergh, together with all members 
of the asscciation’s executive commit- 
tee, are working hard to make the 1930 
convention the biggest and best in Cen- 
tral Retail Feed association history. Ap- 
proximately 490 persons attended the 
1929 convention and an even larger 
crowd is expected for the meeting at 
the Schroeder hotel, June 16 and 17. 

Interest in the convention is being 
arcused throughout the Central Retail 
Feed association territory by a series of 
13 district mectings which have been or 
will be held pricr to the convention. The 
first of these meetings was held at Bea-. 
ver Dam, Wis., April 22, and meetings 
have alsa been held at Plymouth, Wis., 
April 24, Burlington, Wis., April 29, and 
Janesville, Wis., April 30. Other meet- 


ings will be arranged at Elgin, IIL, 
Wausau, Wis., Neillsville, Wis., New 


Richmond, Wis., Oshkosh, Wis., Green 
Bay, Wis., Tomah, Wis., Fennimore, 
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NO-MILK 
Calf Food 


Trade Mark 
Registered in U. S Patent Office 


Since 1885 — 46 Years 
and still the Leader 


We have over 600 dealers 
in Wisconsin alone selling 
our product — some of 
them for 43 years. Their 
repeat orders each year 
are the best recommend- 
ation that we know of for 
No-Milk Calf Food. 


Dealers and feeders alike 
find permanent satisfac- 
tion in using No-Milk 
Calf Food. 


Your orders will be 
promptly filled. 


WRITE FOR PRICES 


National Food Co. 


D. R. MIHILLS, Mer. 
Fond du Lac, Wisconsin 


Wis., and Jefferson, Wis. 

“Make your arrangements early if you 
plan to attend the Centra! Retail Feed 
association convention this year,’ Pres- 
ident Hartzheim urges. ‘Several other 
large conventions will be held in Mil- 
waukee the same dates and the Schroe- 
der hotel suggests that we make our 
room reservations as early as possible 
in order to assure getting choice ac- 
commodations.” 


DEAN R. FORTMAN CO., Cedar 
Rapids, Ia., has purchased the F. A. 
Marek & Co. wholesale flour and feed 
business. 


WM. KRAUSE estate, Thorp, Wis., 
has purchased the Citizen’s Milling Co. 


MERCHANTS’ WAREHOUSE CO., 
Hibbing, Minn., has purchased the flour, 
feed and hay business of Jack Maki, 
Ely, Minn. 


HARLAND Flour & Feed Co., Min- 
neapolis, has purchased the Lake Region 
Produce Co., Aitken, Minn., and plans 
to erect ,a large feed mill and grain cle- 
vator on the property. 


HARRY KEIG, West Union, Ia., has 
purchased the feed mill of Fritz Preim, 
Carpenter, Ia., and taken immediate pos- 
session. 


OMAR Flour & Feed Store, Water- 
loo, Ia., has been opened for business 
by P. P. Murray, manager. 
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INTERNATIONAL 
FEEDS 


Manufactured by 


INTERNATIONAL SUGAR FEED CO. 


MINNEAPOLIS 


MEMPhis 


BALANCED FEEDS FOR ALL FARM LIVESTOCK 
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Does It Pay to Use Feed on Pasture? 
~ Cows in Test Say, “Yes” 


Grain Plus Grass Returns $34.46 More Profit Per Animal 
Roughage Added to Ration Produces Still Better Results 


HAT sounds all right in theory 
but it won’t work in practice.” 
Farmers can no longer sanely 

advance this argument against provid- 
ing the dairy herd with a grain ration 

during the pasture season. Summer 
feeding is not a theory. It stands on 
its Own, merits and speaks for itself in 
doilars and cents of additional profits. 

The practice has been recommended 
for many years by feeding experts; now 
the cows themselves prove it in response 
to extensive tests made under exacting 
conditions. They have answered in the 
affirmative for summer feeding with 
more milk in the pail and, conclusively, 
with more dollars in the bank. 

Conduct Extensive Test 

One of the most extensive tests ever 
conducted to prove the value of summer 
feeding was recently completed on one 
of the largest experimental farms in the 
world. Impartial facts and figures stand 
in an impressive row, proving beyond a 
doubt that farmers who provide their 
cows with a grain ration during the 
pasture season will reap greater net 
profits and will obtain better year ’round 
production. Armed with these records 
no dealer should hesitate to. sell his cus- 
tomers on summer feeding. 

Three groups of cows were used in 
the test. The animals selected had 
freshened about the same time and were 
producing about the same amount of 
milk. They were all turned cn pasture 
June 1 and the change was made grad- 
ually. Each day the time on pasture 
was increased until the end of the week 
when they were permitted to graze day 
and night, with the exception of milk- 
ing time, when they were kept in the 
barn. The gradual change was made 
in accordance with wise feeding. Many 
farmers experience a severe drop in pro- 
duction if the animals are suddenly 
turned from a grain ration to grass. 

How Cows Were Fed 

Group No. 1 received pasture only 
during June, July and August. Dry 
weather cut the pasture season short 


60 LBS. 
in” AVERAGE DAILY PRODUCTION, 
SO LBS. PER COW by MONTHS. All three 
groups were producing at same level 
My; beginning of test, June 1 
“We 
40 LBS. + 
“ting 
4, Xe 
%, R 
AN Peg ith Pasture 
/), 
20 Les. W%, “With p 
‘a 
Ure 
“ction On P, 
10 LBS. “sture only 
June July Aug. Sept. Oct. Nov. Dec. Jan. 


and made it necessary to feed grain and 
hay during September. 

Group No. 2 received a commercial 
dairy ration: in addition to pasture from 
June 1 to October 1. One Ib. of the 
ration was fed for every 4 lbs. of milk 
while the grass was in good condition. 
The ratio was increased to 1 lb. of dairy 
feed to every 3 Ibs. of milk when the 
pasture became shorter. 

Group No. 3 received the same com- 
mercial dairy ration with roughages 
composed of 10 Ibs. of silage and 7 Ibs. 
of hay daily. One Ib. of commercial 
feed to every 4 lbs. of milk was fed 
during the beginning of the season and 
the ratio was changed to the 1 to 4 basis 
as the pasture became shorter. 

Careful records were kept from June 
1 to February 1, inclusive. The results 
positively proved the value of summer 
feeding. 

Cows in Group No. 1 which received 


$62.99 


Group 1. 
asture only 
Croup 2._ 
Pasture and x y.z. 
roup 2. 
Pasture hay, siloge, 


ond x. y. z. 


$/05.08 


$/35.52 


Feed Cost and Profit Over Feed Cost 
JUNE Ist FEB. Ist 


SS 


MM Total Feed Cost (Pasture , Grain, Roughage) 
SSS Profit Over Feed Cost 


$85.89 


8//3.85 
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X.Y.Z. is a high protein commercial feed. 


pasture only from June 1 to September 
1 had an average total milk production 
of 4,550.8 Ibs. Income over the cost 
of feed was $51.43. 

Group No. 2, which received a com- 
mercial dairy ration in addition to pas- 
ture, beat Group No. 1 to a frazzle. The 
average total milk production per cow 
was 7,503 Ibs., and the income above 
cost of feed was $85.89. 

Group No. 3, which received the com- 
mercial dairy ration and also roughage 
in addition to pasture, did even better. 
The average total milk production per 
cow was 9,789.6 lIbs., and the income 
over cost of feed was $113.85. 

This is the significant fact! The cows 
which received a commercial dairy ra- 
tion in addition to pasture, returned 
their owners an extra profit of $34.46 
per head. Those which received rough- 
age in addition to the commercial feed, 
paid their keepers $62.42 more per cow 
than if they had been fed on pasture 
alone. After considering these figures 
no farmer can sanely say that summer 
feeding is merely a theory. 

Feeding Conditioned Cows 

Another significant result of the test 
was the fact that the two groups which 
received a commercial dairy ration in ad- 
dition to pasture were better able to 
keep up their winter production, and 
made great gains on Group No. 1 which 
received grass only during the summer. 
All of the animals were fed on the same 
basis when they were removed entirely 
from pasture. Grass alone had not only 

(Continued on Page Forty-six) 
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Frank H. Blodgett 


National Body Formed 
By Rye Millers 


The Rye Millers’ Association of 
America, a new _ organization, was 
formed at a meeting of representatives 
from the Northwest and Central North- 
west at Minneapolis, April 3. Frank H, 
Blodgett, Frank H. Blodgett, Inc., 
Janesville, Wis., was elected president; 
H. R. McLaughlin, president of the 


Washburn Crosby Co., Inc., Minneap- 


olis, vice-president, and Frank J. Allen, 
general manager, Bay State Milling Co., 
Winona, Minn., secretary and treasurer. 

All rye millers of the United States 
will be invited to join the association. 
Present plans of the organization in- 
clude the drafting of a set of stanJards 
for rye products, the study ct operai- 
ing problems and the creating of a bet- 
ter understanding amcng members of 
the industry. 

The new association will hold a meet- 
ing at Chicago during the convention 
of the Millers’ Naticnal federation 
which is scheduled for May 22. Consti- 
tution and by-laws to be drafted by a 
committee which includes Howard W. 
Files, Pillsbury Flour Mills Co.; R. Q. 
Goodell, King Midas Mill Co.; Albert 
H. Crosby, Washburn-Crosby Co., Inc., 
and Martin Luther, Commander-Lara- 
bee Corp., are expected to be ready for 
adoption at this time. 


NORTHEAST FEED MILL ware- 
houses, Minneapolis, were destroyed by 
fire recently with an estimated loss of 
$10,000. 


FROEDTERT BUILDING PLANS 

Froedtert Grain & Malting Co., Mil- 
waukee, is planning the construction of 
19 additional storage tanks which will 
provide fcr 1,000,000 additional storage 
capacity at its present elevator in Mil- 
waukee. The new tanks will give the 
firm a storage capacity of 2,125,000 
bushels, according to K. R. Froedtert, 
president. 
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Southern Feed Men 
Meet May 19 
For Trade Practice 
Conterence 


HE Southern Mixed Feed Manu- 

facturers association will hold its 

trade practice conference, recent- 
ly granted by the federal trade commis- 
sion, at the Kentucky hotel, Louisville, 
May 19. The proposed code of trade 
rules which has been under considera- 
tion since the last. annual .convention, is 
to be discussed. Commissioner Charles 
H. Marsh will preside at the confer- 
ence and he will be assisted by Director 
M. Markham Flannery. 

E. P. MacNicol, Memphis, secretary 
of the association, reports that reserva- 
tions for the event are arriving in. large 
numbers, and a good representation of 
feed men is anticipated. Those who 
gather for the meeting are planning to 
attend in a body the American Feed 
Manufacturers association annual con- 
vention to be held at French Lick, Ind., 
May 22, 23 and 24. 

The trade conference will be held on 
Monday and Tuesday will be devoted 
to the Southern Mixed Feed Manufac- 
turers’ annua! spring frolic. One in- 
tervening day will allow the members 
to conveniently make the trip to French 
Lick, where activities begin on May 22. 

Recent Changes in Rules 

Two changes in the trade rules as 
drafted last October and published in 
the November, 1929, issue of The Feed 
Bag, are reported by Mr. MacNicol. 
Rule No. 9 reading “the use of feed 


materials not up to grade standards or 


the use of any materials not up to grade 
standards or the use of any’ materia! 
considered by the trade as inferior and 
which tends to bring the feed industry 
into disrepute or to defraud the buyer 
or the public, is an unfair trade prac- 
tice.” has been eliminated, because it 
conflicts with regulaticns 3 and 5. 

The outstanding rule cn which the 
association’s entire case is based and 
which it is urging the federal trade 
comnissien to endorse as an enforce- 
able regulation, now appears as Rule 1 
in the proposed code. It reads: 

Two Principal Evils 

“The business of manufacturing and 
selling mixed feeds in the South is de- 
pendent, to an essential degree, on con- 
ditions eften beyond the control of the 
manvfacturer and seller, such  con- 
Gitions including the strictly cash pur- 
chase of grains and other raw mater- 
ials, the susceptibility of mixed feed in- 
gredients to daily market changes be- 
yond the industry’s control, a freight 
rate structure regulating. the milling-in- 
transit movement of raw materials and 
preventing back-hauls, and other insur- 
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mountable difficulties, the hazards of 
which being increased by the practice 
ef guaranteeing against market decline 
and long-time booking; therefore, the 
practice of guaranteeing against decline 
in market price in this industry, and the 
evil of contracting for deliveries of mer- 
chandise beyond 60 days from date of 
contract are fundamentally and _ eco- 
nomically unsound, subject in- 
dustry and the consumer to artificial 
and speculative influences, are unsafe 
for the industry, inimical to public wel- 
fare, and constitute an unfair trade 
practice.” 

Mr. MacNicol reports that the asso- 
ciation has tried to impress the federal 
trade commissicn that the industry is 
absolutely within its rights in request- 
ing this rule because of the close mar- 
gin’ of profit attending the manufacture 
and sale of mixed feeds and the milling- 
in-transit arrangement under which the 
products are manufactured. -The com- 
mission’s attitude has not yet been as- 
certained. 

“It is particularly gratifying to our 
executive committee and to our trade 
practice conference group, of which 
John B. Edgar, Memphis, is chairman, 
to note the apparent favorable attitude 
of our members to the proposed code 
of business practices,’ Mr. MacNicol 
said. “We are hopeful that in the adop- 
tion of this code many of the outstand- 
ing ills of the industry will be elimin- 
ated. Their elimination, in turn, means 
that the industry will be placed on a 
more sound basis, economically and 
ethically.” 


MAGNETIC SEPARATORS 

Summer, when the feed and seed busi- 
ness is stow, is the best time of the 
year to make changes in machinery and 
equipment. It is a good policy to in- 
stall magnetic separators when these 
changes are made, as they are now rea- 
sonably priced, and save from 10 to 20 
per cent of power costs. 


VINT AT UNION GROVE 

James H. Vint, Madison, Wis., for- 
mer state commissioner of markets, and 
one of the first officers of the Central 
Retail Feed association, has resigned his 
position as manager of the Columbus 
Milk Producers’ association, Astico, 
Wis., to become manager of the Farm- 
ers Coop. Elevator Co., Union Grove. 
Wis., a position which he held for six 
years before becoming commissioner of 
markets. He succeeds M. R. Loomis 
as secretary and manager. 


| 
; 
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HERE are two ways of increasing profits 

which cannot be overlooked in the 
feed business. One is by increasing sales 
—the other, by lowering the cost of 
doing business. 


The Gold Medal Merchandising plan 
enables you to do both. You can main- 
tain a balanced stock, to cover practically 
every need with mixed carloads of Gold 
Medal Products. The savings on inventory, 
carrying charges, and handling cost show 
in your net profit when you purchase 
from a single source. 


Gold Medal full-line dealers lead in sales 
as well as profits. Gold Medal “Kitchen- 
tested” Flour is the largest selling most 
popular ftour in the world. Gold Medal 
“Farm-tested” Feeds are in large and 
increasing demand because they produce 
results, and Gold Medal Mill feeds afford 
you a quality and uniformity that only the 
vast milling operations of the world’s 
largest milling company make possible. 


Persistent Gold Medal advertising— 
national, as well as in your own farm 
papers—is constantly working for Gold 
Medal dealers, building up a still greater 
demand for Gold Medal “Kitchen-tested” 
Flour, and Gold Medal “Farm-tested” 
Feeds. 


A FULL LINE 
a T,—a full line of quality products 


If you want to increase your sales, your turnover and your profits write today for particulars. 


WASHBURN CROSBY COMPANY 


Minneapolis 


boro MeoaLFeens —. 
“Farm Tested  Copyr. General Mills, Inc. 


Kansas City ’ Buffalo 


why not now? 
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H. A. STRONG has joined the sales 
staff of The McEnery Co., Erie, Pa., 
and will represent the firm to the re- 
tail trade in western New York and 
northwestern Pennsylvania. 


CHARLES R. LULL, former Mil- 
waukee grain dealer, died in Los Ange- 
ies, April 9, of apoplexy. Mr. Lull was 
born at Troy, Wis., in 1859, and en- 
tered the feed business in 1890, opening 
up a small retail feed store in Milwau- 
kee. He- transferred his interests in 
1893 to the Milwaukee Chamber of 
Commerce and operated a grain busi- 
ness under his own name until the Lull- 
Franke Grain Co. was formed. The 
firm operated until 1907 and Mr. Lull 
retired from active business in 1919. 


If the federal farm board doesn’t bring 
relief soon the farmers will really need 
semebocy to board them. 

* ok * 
SOME COMPETITION 

A feed dealer recently sent a man into 
his trade territory to solicit new  busi- 
ness. After several hcurs had elapsed 
he received a telephcne call. 

“it's hopeless to try to get new busi- 


The Haines mixer is built 
with receiving hopper below 
floor as illustrated or with 
receiving hopper above 
floor. Both types equipped 
with feeding screw in re- 
ceiving hopper and vibrat- 
ing sacking platform. 


Made in two sizes: 


Model No. 1—50 cubic 
feet or 40 bushels. 


Model No. 3—100 cubic 
feet or 80 bushels. 


Furnished with pulley for 
belt drive or with electric 
motor fer independent ope- 
ration. No elevator re- 
quired. Uses little power 
and minimum floor space. 
Shipped completely assem- 
bled ready for operation. 


Send for 
Bulletin 20-F 


Manufactured and Sold in Canada by 
Kipp-Kelly Limited, 
68 Higgins Avenue, Winnipeg 


The 
Haines Feed Mixer 


(Patented) 


THE GRAIN MACHINERY 


MARION -OHIO 
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ness,” the salesman wailed. ‘There are 
a half dozen fellows ahead cf me.” 

“Don’t let that bother you,” the 
dealer replied. “Work like hell, be- 
cause there are 50 more behind you.” 

* 

SHOWED GOOD TASTE 
“Are you a judge of horse flesh?” 
He asked his sister, Jenny. 

“Oh, no, kind sir,” was her reply. 
“T’ve never tasted any.” 
TILLIE GETS STUNG 

Mary: “Tillie’s awfully put out this 
morning. Bill Carter promised to take 
her to the husking party at Brown’s 
last night, and then didn’t show up.” 

Maude: “Oh, I see, stung by a husk- 
ing bee.” 

* * 
CORNHAY WEAKLY NEWS 

The Cornhay bridge was washed out 
Monday afternoon when the prohibition 
oficers dumped the liquor they found 
last week in the raid on Potters’ pool 
hall. 

Hiram Hicks is in the local hospital 
suffering from severe cuts and bruises. 
It is reported that the hogs got into 
Mrs. Hicks’ flower patch. 

Lem Jones, local feed dealer, had an 
unusual experience last Tuesday. He 
was trying to convince Judd Perkins 
that his cows needed minerals. Judd 
wouldn’t listen until. he walked into the 
yard with Lem and found that one of 
the critters had eaten the fenders off of 
Lem’s new Ford. 

* * * 
LATEST WAR STORY 

During the war a patriotic old lady 
was passing a farm and observed a 
healthy young man milking a cow. 

“You great big strong man,” 
shouted to him. over the fence. 
aren’t you at the front.” 

“Because,” replied the farm husky, 


“there ain’t no milk on that end.” 


she 
“Why 


Now that chain cigar stores are put- 
ting in lunch counters it is possible to 
get something to eat almost anywhere 
except at home. 

* * * 
SANG FOR HIS SUPPER 

Minister: “Won’t you walk as far as 
the street car with me, Tommy?” 

Tommy: “I can’t.” 

Minister: “Why not?” 

Tommy: “’Cause we're gonna have 
dinner as soon as you go.” 

SUPER SALESMANSHIP 

Grocer: “Then you don’t want no 
cranberries.” 

Customer: “No, I’ve changed my 
mind. I see your cat is asleep in them.” 

Grocer: “Oh, that will be all right. 
I den’t mind taking the cat out.” 


\ Carefully Sifted for Feed Dealer Consumption _/ 

— 


One Summer Feeder Starts Another 
Progressive Dealer Learns 


Encouraged Leading Dairyman in Community to Adopt Practice 
to Prove to Others That Plan Pays Profits 


\v's THE FEED, 


Now Uses Figures 


T was a quiet spring day in the of- 

fices of the Lomira Elevator Co., 

Lomira, Wis. Joe Straub, mana- 
ger, decided that the only way to get 
business was to go out and create it. 
He hopped into his flivver and drove 
over the country roads to one of the 
large dairymen customers in his terri- 
tory and engaged in a long conversa- 
tion with him. Before the day ended he 
had persuaded the farmer to feed his 
cows with a commercial ration during 
the summer and obtained the order to 
supply him with the needed tonnage. 

It was an experiment for the cus- 
tomer. He was acquainted with facts 
issued by agricultural colleges and other 
sources, explaining that summer feed- 
ing paid, but had hesitated until Mr. 
Straub gave him additionai information 
and encouragement. 

Gains Convince Farmer 

Accurate records were kept. May 
rolled by and when the farmer compared 
his figures with the past year’s produc- 
tion for the same month, he was de- 
lighted to find that an appreciable in- 
crease had been made. June, July, Au- 
gust and September saw _ continued 
gains. At the end of the summer, the 
farmer had before him the positive proof 
that summer feeding had paid him well. 


These were the figures: 
1928 1929 
Without Grain With Grain 
Ration ation 
Pounds Month Pounds 
July 15,588 
AUgUSt 12,142 
September ................ 15,534 


The 1928 production was from 
cows; the 1929 total from 19 animals. 
The average increase of milk produc- 
tion per cow, however, was 1,543 pounds 
during the five-month summer period. 
The gain was the direct result of the 
new feeding plan. 

Figures for the entire year were even 
more gratifying. Summer feeding had 
conditioned the cows and they started 
the winter production cycle without the 
ordinary slump that is experienced when 
the change is made from straight pas- 
ture to a grain ration. In 1928, the 
average production per cow for the en- 
tire year was 7,964 pounds; test, 3.99; 
pounds of butterfat, 317.6. The profit 
above cost of feed was $125 per cow. 
In 1929 each cow produced 10,552 
pounds of milk and 391.6 pounds of but- 
terfat. 

The profit above feed costs was $135 
—a clean, additional gain of $10 per 
cow. 

The extra effort which Mr. Straub ex- 
ercised on that quiet spring day has been 


YOURE WRONG - IT's TH 


LACK OF FEED. I'VE HAD NOTHING 


well repaid. The customer which he 
converted has formed a basis for addi- 
tionat business. On the strength of 
this one summer feeder, Mr. Straub has 
developed many others who now pro- 
vide him with a handsome volume of 
business during the ordinary quiet 
months. 
Keeps Figures on File 

All of the figures showing the increase 
from month to month during 1929 as 
compared to 1928 when the herd did not 
receive a grain ration are neatly ar- 
ranged in a book which Mr. Straub 
keeps in his store. Whenever an op- 
portunity presents itself he talks sum- 
mer feeding to his customers and if they 
express any doubts about the additional 
profits to be gained the records are 
promptly produced to convince them. 
The evidence usually wins the patron 
over to the idea. For further proof the 
customers are invited to visit the farm 
upon which the herd is kept and to get 
the facts direct from the owner, who is 
secretary of the local dairy herd im- 
provement association and is well-known 
in the community. 

“It isn’t hard to get the other feeders 
to follow if you start one customer. and 
sell him on the summer feeding plan,” 
Mr. Straub said. “But the trick cannot 
be turned by sitting at the office desk. 
The dealer must go out and sell the 
farmer by presenting him with good 
sound reasons why he should feed his 
herd during the summer and by follow- 
ing up the work and carrying him 
through to the winter season. Accu- 
rate records should be kept, for these 
are valuable in getting other feeders to 
adopt the idea.” 
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BUT PASTURE ALL SUMMER, 
Courtesy of Larrowe Milling Co. 


Mr. Straub supplements his personal 
sales work with regular advertising. He 
recently; issued a large broadside which 
featured the products stocked in his 
store and displayed the prices in bold 
type. Many illustrations were used, in- 
cluding photographs showing dairy cat- 
tle and flocks of hens raised by his 
customers. One side of the circular was 
devoted to a chart giving instructions on 
how to feed baby chicks and care for 
them until they become pullets and 
are ready for the laying house. The 
feed sold by Mr. Straub is mentioned in 
all of the directions on the chart. At 
the top a large headline instructs the 
poultryman to hang the chart on the 
wall of the brooder house where it can 
be readily consulted. By this device the 
name of Straub’s feeds is continually 
kept before the poultry raiser. 

The Lomira Elevator Co. uses broad- 
sides frequently. Mr. Straub has dis- 
covered that it pays to advertise. With 
keen competition bidding for the rural 
trade he believes that the farmers soon 
forget about a product if it is not called 
to their attention by a personal call, 
by newspaper ads or by direct mail 
pieces. He obtains many inquiries from 
his advertising and makes many sales as 
a result. 

Buys, Sells Livestock 

Mr. Straub obtains contact with dairy- 
men by conducting a livestock exchange 
department in connection with his ele- 
vator. He buys cattle, hogs and sheep 
and ships them or makes trades with 
his customers. His trips into the coun- 
try give him an opportunity to promote 
the sale of his feeds while he is buying 
up livestock. 
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D. W. McMillen 


NHREE big days with a program 
well balanced in business and 
pleasure, are assured members of 

the trade who attend the American Feed 
Manufacturers association annual con- 
vention which is to be held at French 
Lick, Ind., May 22, 23 and 24. Arrange- 
ments are already completed and the 
reservations made to date indicate a 
rec_rd-breaking attendance. 

A commendable group of speakers is 
scheduled to discuss modern business 
problems of the feed industry, and a 
general discussion among members is 
planned. The annual golf tournament 
will again be the big entertainment fea- 
ture of the convention. Mornings of 
the meeting days will be devoted to 
business and the afternoons and even- 
ings have been set aside for entertain- 
ment. 


A. W. Clark to Speak 


D. W. McMillen, the McMillen Co., 
Fort Wayne, Ind., president of the as- 
sociation, will deliver his annual ad- 
dress to open the convention. Reports 
of the secretary, treasurer and _ traffic 
manager will follow. Arthur W. Clark, 
Geneva, N. Y., president of the Asso- 
ciation of American Feed Control Of- 
ficials, will then speak on “Present Day 
Feed Problems”. A brief business ses- 
sion and the appointment of commit- 
tees will follow. 

Golf; enthusiasts will wield their clubs 
during the afternoon in the qualifying 
round of the tournament. The annual 
dinner will be held beginning at 8 
o’clock in the evening. ‘The affair will 
be informal. Captain T. Dinsmore Up- 
ton, Muskegon, Mich., will be the fea- 
ture speaker. His subject will be “Fun- 
ny Side Up” and he promises to please 
all of his listeners. 

Two Speakers on Friday 

R. M. Bethke, in charge of nutrition 
and investigations, Ohio Agricultura! 
station, Wooster, will open the Friday 
morning session with an address on 
“The Place of Minerals in Poultry 
Feeding”. This will be followed by a 
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Feed Manufacturers 
Will Convene 
At French Lick, Ind. 
May 22 to 24 


talk “Even This Shall Pass Away”, to 
be given by Henry A. Wallace, editor, 
Wallace’s Farmer andi lowa Homestead, 
Des Moines, Iowa. Mr. Wallace is the 
son of the late Henry C. Wallace, who 
was secretary of the United States de- 
partment of agriculture at the time of 
his death. 

Friday afternoon will be the highlight 
of the convention in entertainment. The 
ladies will compete in bridge, while the 
men vie for honors on the golf course. 
Last vear Harold A. Abbott, vice-pres- 
dent, Albert Dickinson Co., Chicago, 
won high honors for low net score in 
the tournament and was awarded the 
Penick & Ford Sales Co. trophy. Many 
wistful eyes are looking toward the cup 
this season and Mr. Abbott may expect 
intense competition. The trophy is re- 
tained for one year by the winner and 
longer if he succeeds in holding his title. 
In addition to the chief award numerous 
other prizes are to be given. Ladies 
who prove themselves superior in bridge 
playing will also be well rewarded. 

Saturday morning will be occupied 
with a business session. Officers are 
to be elected and future plans of the 
association will be discussed. 

Seek Reduced Fares 

L. F. Brown, secretary of the asso- 
ciation, extends a cordial invitation to 
all feed manufacturers and their wives 
and friends to attend the convention. 
He promises that this year’s annual 
meeting will be bigger and better than 
any preceding event. 

The association is planning to obtain 
reduced railroad fares on the return trip 
for those who attend the convention. 
Reductions will be sought under the cer- 
tificate plan. All persons who plan to 
attend the convention are requested to 
cooperate in obtaining the reduced 
fares. 

Regular one-way tickets for the going 
journey may be obtained from May 12 
to 23. Those who purchase tickets are 
requested to ask for a certificate (not 
a receipt) at their home station. If not 
obtainable there, the agent will tell at 
what station they can be _ obtained. 
Tickets may then be purchased to this 
point and a certificate obtained there 
with a through ticket to French Lick. 

Upon arrival at French Lick, all per- 
sons are requested! to give their tickets 
to Mr. Brown for endorsement. A spe- 
cial agent representing the carriers will 
be present at the convention on 
May 23 and 24 from 8:36 a. m. to 5:30 

.p. m., to validate the certificates. 
To get reduced fares for the return 
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trip it is necessary to obtain a total of 
150 certificates issued by ticket agents 
at starting points from where the reg- 
ular one-way adult fares to French 
Lick are not less than 67 cents. If the 
necessary number of certificates are en- 
dorsed by Mr. Brown and validated by 
the special agent each holder will be en- 
titled to a reduction of one-half on his 
return fare up to May 28. 

“In order to obtain reduced rates all 
must cooperate,” reports Mr. Brown. 
“We must have a total of 150 certifi- 
cates to get the reduction. Will you, 
therefore, take the trouble to obtain 
your certificates even though you do 
not intend to use it on the return trip?” 

Mr. Brown offers to make arrange- 
ments for reservations on private sleep- 
ing cars for those from Chicago and 
vicinity on the train leaving the Dear- 
born street station over the Monon line 
at 9 p. m., central standard time, May 
21. He may be reached at 53 West 
Jackson boulevard, Chicago. 

J. M. Adams, Anheuser-Busch, Inc., 
St. Louis, will accommodate members 
in that city and vicinity. Feed men 
from the South are offered the services 
of E. P. MacNicol, secretary, Southern 
Mixed Feed Manufacturers association, 
Exchange building, Memphis, Tenn. All 
who plan to attend the convention are 
asked to‘make their reservations early. 


ROBERTS MILLING CO., Batavia, 
N. Y., entered voluntary bankruptcy at 
Buffalo recently, showing liabilities es- 
timated at $84,654 and assets of $63,332 
Of the latter the sale’ value of the plant, 
estimated at $50,000, is' the principal 


item. The company was founded in 
1911. F. H. Roberts, former owner of 
the mill, was succeeded last July by 
his son, Howard F. Roberts. 


3,997.768 BABY CHICKS 

There will be more mouths to feed in 
the poultry industry this year and con- 
sequently more opportunity for the deal- 
er to increase his business. Commercial 
poultry hatcheries produced 3,189,721 
baby chicks last year while this season 
the output has been increased to 3.997,- 
768. A comparison of orders for chicks 
booked up to February 1, 1930, indicates 
an increase of 43.7 per cent over the 
same date a year ago. Reports from 
hatcheries indicate that the total out- 
put this season will be about 17 per 
cent more than in 1929. Feed dealers 
should make every effort to solicit the 
poultrymen in his community and cash 
in upon the growth of the industry. 
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Buy Your 
Genuine Cuban Blackstrap Molasses 


from the 


argest Independent Molasses Importers 


‘ 


NAM 


- NEN ORLEANS 


One of Our New 


Tank Cars Used Exclusively for the Feed Trade 


THE NORTH AMERICAN TRADING & IMPORT Co. 


CUBA TERMINALS 


260 Soutn Broan Sr. U. S. TERMINALS 
PHILADELPHIA, Pa. HILADELPHIA Ew ORLEANS 
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W.C. Johnson of Winsted, Conr.., with prize 
winning Ayrshire Heifer raised on Larro, 


Permanence 


Couni, if you will, the brands of feed that have been sold in your 
community during the last 18 years. Any number of them has come 


and gone. Few—if any—have stood the test of time with ever- 
increasing business. 


Now get the Larro contrast. 


Eighteen years ago E. Manchester and Sons of Winsted, Connecticut, 
started building volume with Larro. Their volume is still growing. 
Larro customers stay by year after year. Larro builds confidence 
and loyalty. Its popularity is stable and permanent. 


Ten years ago W. C. Johnson of Winsted, Connecticut, started 
buying Larro. He is still using Larro—still recommending it to his 


neighbors—still doing business with his Larro dealer—E. Man- 
chester and Sons. 


Hundreds upon hundreds of similar cases demonstrate the con- 
fidence of dealers and feeders alike in Larro—confidence that 
means permanence, stability and growth. 


Fill in the coupon below and secure all the facts about the profit- 
able Larro franchise with its family of good will builders—Larro 
Dairy, Hog, and Poultry Feeds and Larro Family Flour. 


FEEDS THAT DO NOT VARY 
FOR POULTRY—HOGS—DAIRY 


Larro Family Flour 


THE LARROWE MILLING CO., Detroit, Michigan | 


Box 68, North End Station 

Please tell me more about how Larro will increase my volume. 
| Name 

Name of firm 


State 


Warehouse and Mill of E. Manchester and Sons, Winsted, Conn, 
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Annual Conclave 
To Be Held 
By Ohio Dealers 
June 19, 20 


EED dealers, grain dealers and 

millers will all find something of 

special interest in the program of 
the 52nd annual convention of the Ohio 
Grain, Milf & Feed Dealers association, 
to be held at the Commodore Perry ho- 
tel, Toledo, June 19 and 20. 

The activities of the farm board in 
their relation to the grain, feed and mill- 
ing industry will be discussed pro and 
con. W. W. Cummings, J. F. Zahm & 
Co., Toledo, secretary of the association, 
is making every effort to secure a mem- 
ber or at least a direct representative 
ef the farm board as one of the speak- 
ers. 

A. W. Carpenter Invited 

A. W. Carpenter, sales manager of 
the Larrowe Milling Co., Detroit, has 
been invited to speak on the subject, 
“Science and Showmanship in Feed 
Merchandising.” He is expected to ac- 
cept the invitation and another out- 
standing speaker is being sought to dis- 
cuss some other subject of special inter- 
est to feed dealers, such as “Cash or 
Credit” or “Chain Store Competition”. 

Miilers who are members of the Ohio 
association will be interested in hearing 
Carl Sims, Frankfort, Ind., discuss ‘“Con- 
ditions in the Milling Industry”. They 
and all others in attendance at the con- 
vention will also be glad to hear Charles 
Quinn, secretary of the Grain & Feed 
Dealers National association, Toledo, 
discuss “The Canadian Wheat Pool” 
and L. M. Thomas, Midwest Labora- 
tories Co., Columbus, talk on “Chemis- 
try and Your Business”. 

Discussion of seeds will also be in- 
cluded in the varied program to be ar- 
ranged for the Toledo convention, and 
an illustrated lecture on pure seeds will 
be presented by F. R. Moorman, sales 
manager of the Warren-Teed Seed Co., 
Chicago. V. E. Butler, Grain Dealers 
National Mutual Fire Insurance Co., In- 
dianapolis, will discuss power costs and 
traffic problems will be given attention 
by an officer of one of the leading rail- 
roads. 

Some business will be transacted at 
the convention, despite the fact that 
practically the entire program is being 
given over to talks intended to interest 
and help the various members in the 
conduct of their business. Members of 
the association will be asked to vote on 
an amendment to the constitution of 
the organization which is intended to 
increase the number of men on the 
board of directors from five to seven. 
This increase is planned so that three 
representatives of the grain trade, two 


millers and two feed men may be in- 
cluded among the directors. 

Officers will be elected and Vice Pres- 
ident O. P. Hall, Grubbs Grain Co., 
Greenville, Ohio, is expected to be pro- 
moted to the presidency as successor to 
Edgar Thierwechter, Oak Harbor, Ohio, 
who will have served two terms. 

Boat Trip Planned 

The 1930 Ohio convention will differ 
from previous meetings in that no ban- 
quet is included in the program. In- 
stead, all delegates and guests at the 
convention will be invited for a boat 
trip on Lake Erie, Thursday evening, 
June 19, with the Toledo Produce ex- 
change as hosts. 

The Ohio Grain, Mill & Feed Deal- 
ers association was organized July 1, 
1880, but Secretary Cummings predicts 
that this year’s convention will be the 
biggest and best in its history. He 
urges Ohioans, both members and non- 
members, to make immediate plans to 
attend the convention and to reserve 
their hotel rooms at Toledo as early as 
possible. 


Milwaukee C. of C. Names 


Flanagan President 


A. L. Flanagan, Frazier-Smith Co., 
Ltd., was elected president of the Muil- 
waukee Chamber of Commerce at its 
annual election of officers on April 7. 

Mr. Flanagan was born on a farm 
near Sioux Rapids, Ia., and when a 
youth, became associated with the St. 
John Grain Co., a firm operating 25 
country elevators. He! spent eight years 
with the firm, becoming manager of the 
grain department. In 1914, he joined 
the Frazier-Smith Co., Minneapolis, and 
opened a branch office in Milwaukee for 


_the firm in 1915. He served as a direc- 


tor of the Chamber of Commerce for 
seven years, and has held the offices of 
first and second vice-presidents. 

The other officers elected include Ed- 
ward LaBudde, first vice-president; 
Otto R. Sickert, second vice-president, 
and H. A. Plumb, secretary-treasurer. 
Mr. Plumb has held this office for 21 
years, starting as assistant secretary 
under W. J. Langson. 

Others were elected as follows: Direc- 
tors, W. A. Hottensen, J. Victor Loewi 
and Frank J. Phelan; board of arbitra- 
tion, Charles F. Coughlin, William Eite- 
neier, Carl A. Houlton and Joseph R. 
Schaber; board of appeals, Thomas M. 
Corcoran, S. G. Courteen and A. L. 
Johnstone. 
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Austin W. Carpenter 
Mr. Carpenter has accepted the Ohio in- 


vitation, The Feed Bag has been advised, 
and will now definitely address the conven- 
tion at Toledo. 


Run Business, Not Bank 
Secretary Urges 


ANKERS will finance your pa- 

trons for about one-half of what 

it custs you to carry them. Let 
the bankers do it. 

This is the urgent appeal of 
Custenborder, secretary of the 
(Ohio) Valley Grain Dealers 
tion. 

“Those of us who continue to finance 
our patrons while their crops of grain 
and stock are growing, may be making 
the wheels of business spin, but are on 
soft ground, and only digging ourselves 
deeper into the rut,’ Mr. Custenborder 
declares. “Those of us who are selling 
merchandise for cash like our formid- 
able competitors, the chain stores, are 
digging ourselves out of the rut and 
on to the smoothly paved highway to 
success. 

“Merchandising and financing are two 
distinct vocations. Future successful 
merchants will not include the cost and 
hazard of financing their customers in 
their program of economic merchandis- 
ing. Spot cash is the brightest spot in 
the world. Frozen credits bring gloom.” 

Mr. Custenborder enumerates the haz- 
ards of the credit policy including charge 
on day book, posting to ledger, interest 
charges, stationery and postage, collec- 
tion expense and bad account losses. 

“It costs a dealer more than 13 per 
cent to merchandise goods on credit,” 


| 
Miami 
associa- 


he adds. “The banker can finance the 
customer for less than half of this 
amount. Let the banker do it. Sell 


your merchandise for cash.” 


J. J. NEIMIER, Livermore, Ia., who 
recently sold his feed mill at Luverne, 
Minn., has purchased an old elevator 


which he is remodeling and equipping 
for a feed mill. 
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Will Company Owned Stores Solve 
Overproduction Problem? 


Efficient Independent Dealers Better Remedy Than Chain System 
Fifth of a Series of Articles to Be Published in The Feed Bag 


HAT we need today,” aman- 

ufacturer remarked to Prin- 
ters’ Ink (by ‘we’ he means 
manufacturers in general), “is a new 
distribution formula. The plain fact is 
that we are producing more merchan- 
dise than we can profitably sell under 
the present scheme of things. 

“Some of us are disposed to raise our 
eyebrows in a superior sort of way as 
we contemplate the mistakes of the 
farmer in this respect. But if we think 
the thing through a bit further we find 
that the manufacturer is in no position 
to cast the first stone at the farmer; he, 
himself, is guilty of the same economic 
sin. What we need, I repeat, is a new 
distribution formula—cne that is fool- 
proof. one that will actually work.” 

Distribution Is Problem 

It may be presumptuous to say so; 
nevertheless this manufacturer’s pro- 
nouncement forces the thought that pro- 
ducers of merchandise in this country 
today, considering them in the mass, 
have too much formula already. They 
are so apparently bedeviled by the grow- 
ing problem of how profitably to sell 
the over-production of this highly ef- 
ficient machine age that they are almost 
in the position of the man who said he 
was willing to try anything once. 

Consider, to cite one instance, how 
numerous organizations’ distributing 
through the retailer are jumping into 
the business of starting chain stores. 
They are playing the old game of fol- 
lowing the leader more blindly, and 
possibly more hopefully, than ever be- 
fore. The leader, at the present writ- 
ing, happens to be the chains; and the 
stark tragedy of the thing is that the 
leader is fully as bewildered as are the 
followers. Bromidically speaking, here 
is an exaggerated case of the blind in- 
voluntarily leading the blind. 

It is not a new formula that these 
manufacturers need; distribution difficul- 
ties would fade away very largely if 
they could—and they can—make the in- 
dividual dealer a better seller. There 
is nothing new or thrilling about this 
oldest of merchandising fundamentals 
but it can be applied now more result- 
fully than ever before. 

Chain Is Not Solution 

The wholé chain development, during 
the last five years, is really an amazing 
thing. Cold-bloodedly analyzed, it is an 
almost unbelievable case of somebody 
following somebody else. 

Is the chain store way really the an- 
swer? Does it actually remove the 
waste from the distribution process? 


Page Eighteen 


By G. A. Nichols 


Reprinted from Printers’ Ink 


Does it, in short, provide the strictly 
economic method of selling goods to the 
consumer which many producers are so 
eagerly, seeking? 

It obviously is not and does not. 

The fact is that the larger established 
chain-store operators themselves are not 
expanding now on the ambitious pattern 


Manufacturers do not need a 
new formula; distribution diffi- 
culties would fade away very 
largely if they could--and they 
can--make the individual dealer 
a better seller. 

* * o~ ~ 


The picture is changing and 
has been for some time; more 
brain power is being put into 
selling and selling is becoming 
better. 


* * * * 


The independent store is now 
having thrust upon it the most 
glittering opportunity that has 
ever been known in all the 
history of merchandising. 

* * * * 


There is nothing done by the 
chain stores in the way of su- 
perior merchandising that the in- 
dependent merchant cannot do. 

* * * * 


What the manufacturers 
ought to do now is drop a large 
number of their present dealers 
and let them shift for themselves 
and proceed intensively to build 
those who are fit. 

* 


Rather than demanding more 
company owned chain stores, 
which at best can only aggravate 
an already dangerously serious 
problem, the situation calls for a 
smaller number of dealers who 
are actually trained to sell. 


that characterized their activities during 
the last year or two. The year by year 
increase in their gross sales has been 
largely brought about by constant ad- 
ditions to the number of stores. Any- 
body can add to his sales volume this 
way so long as his money and courage 
hold out. But showing a satisfactory 
net profit on the individual unit of the 
chain is quite another thing; and upon 
the showing made by the individual unit 
is where the chain as a whole is going 
to rise or fall. 

The net profits individually made by 
hundreds and hundreds of stores in some 
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of the largest chains are actually smaller 
than those made by competing individ- 
ually-owned stores of the same approx- 
imate size. Indeed, if the so-called in- 
dependent dealer could not make more 
money he could not even hope to re- 
main in business. It has been the chain 
theory all along—and a _ reasonably 
sound one—that unit store profits so 
small as to mean starvation under ordi- 
nary; circumstances can be multiplied by 
hundreds or thousands and the total 
brought up to a reasonable figure. 

Stores in this respect are somewhat 
like merchandise. It would be straight- 
out lunacy for Woolworth to sell a few 
hundred dozen spools of darning cotton 
at 10 cents a spool. Purchased in such 
small lots, the manufacturing cost alone 
would be more than that. But handled in 
lots of 5,000 or 10,000 gross the faintest 
shadow of a profit can be made on each 
spool; and the shadow, after it is mul- 
tiplied a few hundred thousand times, 
begins to assume substance. Even so, 
this sort of thing cannot go on forever; 
there can be so many units in the chain 
that, at length, the weaker ones are sure 
to pull down to the vanishing point the 
profits made by the stronger. 

Increased Volume Needed 

Here is exactly the thing with which 
the big chains are wrestling right now. 
They have established a selling machine 
that is comprehensive enough to take 
care of their selling opportunities for 
quite a while to come and they are now 
extending themselves in an effort to 
build up the individual unit. They have 
plenty of stores; what they now need, 
and what they are fighting for, is a lar- 
geri sales volume per store. 

Consider, if you will, the case of the 
Piggly-Wiggly Corp., which, during the 
first eleven months of 1929, had sales 
of $191,071,836 as compared with $182,- 
872,046 for the corresponding period of 
1928, am increase of 4.48 per cent. The 
number of Piggly-Wiggly stores in op- 
eration on November 30, 1929, was 3,002 
as against 2,855 on the previous Novem- 
ber. Thus, while 1929 sales increased 
4.48 per cent, the number of stores in- 
creased 5.14.per cent. A simple mathe- 
matical computation will show that the 
Piggly-Wiggly increase for the stores 
as a whole actually represents a slight 
loss for the individual) store. Of course, 
it is necessary to take into considera- 
tion the fact that new stores do not hit 
their real stride during the first year of 
operation. 

I am told that the chain stores have 

(Continued on Page Twenty-nine) 
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ont 
front page 
this way 


There are better and less costly 
ways of getting front page at- 
tention in the daily press than 
this. Yet every food process 
plant, without magnetic separa- 
tor protection, is a possible sub- 
ject for such a story. 


Disastrous dust explosion is too 
frequently the result of uncheck- 
ed tramp iron. A stray nail or 
bolt is often the simple cause of 
great tragedy and grave loss. 
And aside from the constant 
menace of dust explosion such 
iron may work serious havoc to 


intricate process machinery or 
prove a troublesome and embar- 
rassing impurity in finished pro- 
duct. 


Tramp iron and its ettendant 
dangers can be positively avoided 
with magnetic separation equip- 
ment properly applied. Consult 
us—what is a serious and insur- 
mountable problem for you may 
be routine procedure for us, with 
thirty years’ experience design- 
ing, building and applying mag- 
netic equipment for this and 
other purposes. 


Magnetic Manufacturing Company 


277-23rd Avenue 


Milwaukee, Wis. 


Representatives in Principal Cities 
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STEARN 


MAGNETIC EQUIPMENT 
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Feed Dealers know 
Quaker Feeds 


are ‘Best Sellers” 


INCE its establishment many 

years ago The Quaker Oats Com- 
pany has had one outstanding policy 
for its customers —“‘the best of every- 
thing.” It supports this standard 
with the best in materials, in modern 
plants and machinery, in scientific 
formulas, in expert direction. This 
policy has made Quaker Feeds con- 
sistently “best sellers.” 


In building “‘customer good will,” 
Quaker has also built “dealer good 
will,” for the up-to-date dealer wants 
to handle established products that 
have the entire confidence of their 
trade. Quaker dealers know that 


Quaker 
Quaker FULO-PEP 


POULTRY FEEDS 


FEED” 


CHICAGO USA 


Quaker Feeds do exactly what is 
claimed for them. 


The Quaker Dealer too must have 
“the best of everything”—every 
possible sales co-operation, powerful 
national advertising, store identifi- 
cation, prompt shipments, flour and 
feed in the same car. 


Such a firm and such customers ex- 
plains why Quaker Dealers are happy 
and satisfied dealers. Would you like 
to join this enthusiastic group of 
men who are making money and new 
customers all the time? A card will 
bring you complete information. 
Send it today. 


THE QUAKER OATS COMPANY, Chicago, U. S. A. 


BY Y QUAKER FEEDS IN STRIPED 


SACKS 
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EDUCATIONAL PLAN State and national departments 
FOR MIXED FEED of agriculture, agricultural col- 

leges and county agents have 
been preaching the gospel of better feeding for many years. 
Their educational campaigns have added much to the pro- 
gress of agriculture but the task of teaching better feeding 
is far from completed. 

Mixed feed manufacturers have an opportunity to great- 
ly expand the market for their products and, at the same 
time, to help improve the welfare and prosperity of the 
farmer. All that is required is cooperative effort and a 
sound, honest, unselfish educational program. 

Many farmers, who could increase their profits and en- 
joy greater prosperity by using commercial rations, are still 
following old, antiquated methods of feeding. hey are con- 
fused by the widespread differences in opinions among the 
various public agricultural agencies. They are not helped 
by the conflicting stories of competing feed nianufacturers. 
To reach these farmers, feed manufacturers, as a group, need 
a special promotion plan of their own. 

Every reader of The Feed Bag could, without much 
trouble, point to two or three educational campaigns which 
have been successfully sponsored by American industry 
during the past few years. The public utilities have such a 
campaign in progress and its greatest achievement, unques- 
tionably, was the celebration in commemoration of the an- 
niversary cf Edison's discovery of electric light. Automo- 
bile, copper and brass, cement, shoe, gas, rayon and ice 
manufacturers are only a few of the many who are conduct- 
ing cooperative educational campaigns. 

At least three cooperative educational campaigns in or 
closely allied with the feed industry are being conducted at 
the present time. We refer to the work of the Linseed Meal 
Educational committee, the National Cottonseed Products 
association and the National Fertilizer association. The 
Linseed Meal Educational committee has confined its activ- 
ities largely to publicity and periodical and direct mail ad- 
vertising but no one can dispute the fact that it has been 
successful in increasing the demand and stabilizing the mar- 
ket for linseed meal. 

The National Cottonseed Products association and the 
National Fertilizer association include field work within the 
scope of their activities. We believe that field work should 
be the most important activity stressed if the mixed feed 
manufacturers ever decide to engage in a cooperative educa- 
tional campaign. 

There is real need for field work in behalf of commer- 
cial mixed feeds. Many farmers and farmers’ organizations 
would like to hear more about mixed feed and would like to 
include a mixed feed speaker on the programs for their var- 
ious meetings but they hesitate to go to any individual man- 
ufacturer. 

Their hesitation in this respect is natural, of course, for 
they do not like to take the chance of obtaining a biased 
speaker, or, more important, of offending other feed manu- 
facturers. If there was some mixed feed educational com- 
mittee, conducted by the feed industry in the interests of 
better feeding and agricultural prosperity, nc farmer or 
group of farmers would have any hesitation in going to such 
organization for information or for speakers. 

The mixed feed industry is in a splendid position to un- 
dertake a movement of this kind. By cooperating with each 
other, feed manufacturers could maintain an excellent bureau 
to provide speakers for farm meetings and disseminate un- 
biased and helpful information to the feeders of America. 
Good will for the feed industry, as well as increased busi- 
ness, would result. 

Right now, while manufacturers are gathering for con- 
ventions, is an appropriate time to discuss the project. 
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ATTEND YOUR 
CONVENTION 


Attend your convention. 

Every dealer, manufacturer, jobber, 
grain man and miller, during the next 
few weeks, will have an opportunity to congregate with his 
fellow tradesmen to hear expert speakers of the respective 
industries, to discuss problems and, in a large measure, to 
determine the future welfare of business. It is an oppor- 
tumty that none can afford to overlook. 

The Southern Mixed Feed Manufacturers association 
will hold a trade practice conference at Louisville, Ken- 
tucky, May 19. This is an important meeting. The proposed 
code of ethics, drafted by the organization to improve the 
standards of business, will be discussed with representatives 
of the federal trade commission. 

Immediately following the trade practice conference, 
the American Feed Manufacturers association will convene 
at French Lick, Ind., May 22, 23 and 24. The program for 
this event offers many features which are vitally important 
to the industry and an exceptionally good entertainment 
program has been arranged. 

The Central Retail Feed association is holding what is 
expected to be the biggest conventicn in its history at Mil- 
waukee, June 16 and 17. Four university professors will im- 
part their expert information at a Busy Dealers Feeding 
school. In addition, expert speakers will contribute valu- 
able merchandising advice and important problems of the 
retail feed industry are to be discussed. 

On June 19 and 20, the Ohio Grain, Mill & Feed Deal- 
ers association convenes at Toledo. Representatives of the 
federal farm board will speak and members of the trade will 
have a splendid opportunity to learn the pro and con of the 
board’s recent activities as they affect each respective indus- 
try. A. W. Carpenter, Larrowe Milling Co., Detroit, will 
discuss feed merchandising and other speakers have been as- 
signed subjects cf interest to the milling and grain industries. 

The Eastern Federation of Feed Merchants summer 
meeting will be held at Cooperstown, New York, June 30 
and July 1. This year’s event, according to W. A. Stannard, 
secretary, will outclass all previous meetings. Committees 
are working diligently on a program that will offer every 
dealer valuable, practical ideas which he can profitably ap- 
ply to his business. The meeting place is famous for its 
scenic beauty and all those who attend will be able to enjoy 
many pleasant hours of diversion. Announcement of the 
complete Eastern Federation program will be published in 
the June issue of The Feed Bag. 


CASH BASIS WINS Michigan dealers are solving their 
NEW FOLLOWERS eredit problems by adopting the 

cash basis. The entire state has 
caught the spirit of the new movement. Several dealers, 
operating on the cash basis since last January 1, report sub- 
stantial reductions in their book accounts and, in addition, an 
increase in business. They have encouraged other members 
of the feed trade to adopt the plan. 

Every dealer who is interested in the welfare and pros- 
perity of his business should support the cash basis move- 
ment. Numerous group meetings have been held in Michi- 
gan and, in every instance, the dealers present expressed a 
desire to work with their neighbors in adopting the plan. 
The dealers of Lenawee and neighboring counties are al- 
ready enjoying the benefits of the cash basis on the co- 
operative plan. The farmers of the community will pay cash 
more willingly if they know that the dealer across the street 
has also abandoned the practice of extending credit. The co- 
operative plan is a sound effective way to launch the cash 
basis. Every dealer who has an opportunity to join such 
a movement should rally to the cause without hesitation. 

On with the cash basis movement! 
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CASH PAY for the 
Miracle Molasses Process! 


Pay for this wonderful cold molasses process en- 
tirely out of your profits. We have found that 
the credits we have extended in the sale of the 
MIRACLE MOLASSES PROCESS are 100% 
good — everybody makes money and is enabled to 
pay for the process out of their profits. 


So if you have the grinding equipment— it does 
not matter what kind of grinding machines you 
may have—we will sell you the size MIRACLE 
MOLASSES PROCESS you may need without 
any cash payment and give you two years in which 
to pay for it. 


If you have no grinding equipment we will sell you the most efficient, largest producing and 
best built hammer mill, THE MIRACLE ACE HAMMER MILL, on terms that will enable 
you to soon pay out on it. 


Remember our Service Department will tell you 
all you have to know about making sweet feeds, 
all about how to do, for the first time, custom 
sweet feed milling. There are no secrets about this 
business. We will show you how you can make 
better and cheaper sweet feeds than are or can be 
shipped into your community—no competition to 
fear. 


Here is your opportunity to get into the most 
profitable part of modern day milling—more 
millions have been made out of manufacturing 
the balanced sweet feed ration than ever were 
made out of flour milling. 


Write us at once, today, about your situation and requirements, let us send 
our booklet, the ‘‘Miracle Sweet Feed System,”’ and follow it with one of 
our engineers to figure on your installation. 


THE ANGLO AMERICAN MILL COMPANY 


THE WORLD’S LARGEST BUILDERS OF GRAIN GRINDING MACHINERY 
270-300 KENNADAY AVE. OWENSBORO, KY. 
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Dealer’s Own Herd Shows Customers 
That Summer Feeding Pays 


Cows, Kept in City Limits, Never Have Access to Pasture 
Still Their Records Reveal Neat Profits 


HIS feed wiil give you the best 

results because I’ve tested it my- 

self,’ C. J. Schmidt, dealer at 
Waunakee, Wis., was telling a customer 
who had never fed a commercial ration 
in his life, and who had just delivered 
a load of grist to the mill. 

“Feed it yourself,” the farmer replied. 
“How could you? You don’t run a 
farm.” 

“Will you come with me for a few 


C. J. Schmidt and His Prize Cow. 


minutes,” said Mr. Schmidt, slipping on 
his coat. 

The farmer consented and they were 
soon climbing out of the automobile i:: 
front of Mr. Schmidt’s residence. In 
the rear of the house stood a small barn. 
Mr. Schmidt and his doubting customer 
entered and when the farmer caught a 
glimpse of the inside he opened his eyes 
in astonishment. Standing in a neat row, 
their coats glistening, their heads erect 
were ten Jersey cows. In an adjoining 
enclosure a pure-bred sire was pacing 
restlessly. 

Farmer Is Convinced 

“This is my herd of Jerseys,” proud- 
ly announced Mr. Schmidt. “They have 
proved to me that the feed I recommend- 
ed for your cows will produce results.” 

A brief sales talk followed. Records 
were produced and the net profit over 
cost of feed was pointed out. 

The farmer drove back to his home 
that day with a ton of dairy feed. He 
has remained a regular purchaser of 
commercial rations and a good customer 
ever since. 

When Mr. Schmidt decided to raise 
dairy cattle he did not let the fact that 
he lived in the city limits prevent him 
from carrying out his project. He 
equipped a small barn on the lot adjoin- 
ing his home and purchased two pure- 
bred Jerseys. With the aid of a careful 
selection of sires the herd has been built 
up to ten cows. Last year one of the 
Jerseys produced more than 720 lbs. of 
butter fat, a record. for which Mr. 
Schmidt makes no apologies. None of 
his cows fell below 400 Ibs. last year. 

The milk from the herd is bottled and 


sold to city customers. In addition to 
the profit which Mr. Schmidt makes 
from the milk, he realizes increased feed 
sales because he is able to convince 
prospective customers of the value of 
the product with his own records. On 
more than one occasion the herd has 
been the deciding factor in convincing 
a customer that it pays to use commer- 
cial rations. 

Mr. Schmidt often makes tests be- 
tween two different feeds. During one 
trial he fed an inexpensive brand for 
several months and then switched to a 
feed which cost $3.00 more a ton. He 
discovered that the higher priced feed, 
in the long run, produced more profit. 
Results of the test were used in con- 
vincing the farmers that it paid to use 


§ a good feed, even though it cost sev- 


eral dollars more per ton. 


Boosts Summer Feeding 
Mr. Schmidt’s herd is a convincing ar- 


*. gument for the value of summer feed- 


ing. The cows do not have access to 
pasture and are therefore kept on a 
grain ration throughout the entire year. 
Records made by his herd stand as proof 
that the animals maintain a higher level 
of production if they are fed through- 
out the summer. He acquaints his cus- 
tomers with the fact that there is no 
drop in production which is experienced 
by many farmers when the pasture sea- 
son ends and the cows are returned to 
their grain ration. As a result of his 
work Mr. Schmidt is selling feeds to 
many customers during the summer. 
His own dairy herd helps him to prove 
his point. 

His business is conducted on a credit 
basis but he reports that he will soon 


Hammer Mill and Magnetic Separator. 


sell for cash only. He is gradually cut- 
ting down his charge accounts by exer- 
cising care in extending credit. He is 
convinced that the cash basis is the most 
sound and profitable method of operat- 
ing a feed business and will make the 
change as soon as possible. 


In addition to selling a large volume 
of commercial rations and ingredients, 
Mr. Schmidt is operating a_ successful 
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Over Feed Cost 


grinding establishment which he orga- 
nized about one and one-half years ago. 
He charges 10 cents a sack for fine 
grinding and 9 cents for coarse work. 
The feed mill has attracted many buy- 
ers of commercial rations and has helped 
to make his store more of a community 
center. The grinding services are ren- 
dered by a 50 h.p. Jay Bee mill, manu- 
factured by J. B. Sedberry, Inc., Utica, 
N. Y. Protection against tramp iron 
in the grist is provided by a magnetic 
separator, manufactured by Dings Mag- 
netic Separator Co., Milwaukee. 

“We didn’t realize how much iron we 
were grinding in the feed until we in- 
stalled the separator and saw all of the 
foreign material that it prevented from 
going into the’ grinder,’ said Mr. 
Schmidt. “It certainly gets the iron 


Feed Service Station at Waunakee. 


and we wouldn’t think of running our 
mill without a separator now.” 

Although Mr. Schmidt has not closed 
his records, he is anticipating a good 
margin of profit on his grinding de- 
partment aside from the additional feed 
sales for which it is responsible. 

Stresses Honest Dealing 

The biggest factor in attaining suc- 
cess in the feed business, according to 
Mr. Schmidt, is honest and square deal- 
ing. He has traded with many old set- 
tlers who have now turned their farms 
over to their boys. The sons also con- 
tinue to do business with Mr. Schmidt. 

“Square and honest dealing must be 
backed by quality products,” Mr. 
Schmidt said. “You can’t treat your 
customers right by selling them infer- 
ior goods. You will soon lose their 
business if you try it.” 

Mr. Schmidt takes an active part in 
all community projects. When we vis- 
ited him he was busily engaged in help- 
ing a group of men from Waunakee and 
the surrounding territory in breaking the 
ground. for a new club house. He is a 
charter member of the Men’s club which 
has many farmers on its membership 
list. 
Mr. Schmidt started in the feed busi- 
‘ness in 1907 when he bought out W. W. 
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There Is a Good Profit in 


Every Barrel of 


Wise Dealers, Millers and Feed Grinders, both 
large and small, realize that is necessary to sell 
a product that will give their customers perfect 
satisfaction and still make a good profit for 
their business. 


And Semi-Solid Buttermilk does just that—it satis- 
fies your customers because it keeps their poultry 
and hogs in good health and raises production 
to a point that it increases their income materially 
and it makes you a better profit than the same money 
invested in most any other commodity you sell. 


We Help You Sell 


To make selling easier for you there is a constant 
stream of advertising literature, booklets, circu- 
lars, pamphlets, letters and magazine advertising 
going forth each month to pave the way for your 
selling. Also the helpful assistance rendered you 
by our own sales organization. Selling Semi-Solid 
Buttermilk increases your other sales because it 
helps all other hog and poultry feeds make good. 
It’s a boon to your customers and to your business. 


Write to us today for our proposition 
in your territory 


CONSOLIDATED PRODUCTS COMPANY 


2400 Lake Park Ave. . Chicago 


Buttermilk 


for the DEALER who selis it 
and the FEEDER who teedsit 


_ approach for a bridge to be constructed 
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Caldwell at Waunakee. His 23 years of 
operation are marked by steady pro- 
gress. He has always endeavored to 
keep pace with all developments in the 
feed industry and with the changing 
conditions of agriculture. 

The raising of a herd of Jerseys is 
not only a business proposition with 
Mr. Schmidt. He loves cows, and de- 
votes practically all of his leisure time 
to them. The barn is kept clean at all 
times and the animals are well groomed. 
The county agent and the local veter- 
inarian have often directed farmers to 
his home to obtain an ideal of a model 
way of raising and caring for dairy 
cows. 

In one corner of the dairy barn stands 
an old horse. The animal is now too old 
for service. He served as dray horse 
for Mr. Schmidt for more than 10 years. 

“That horse,” said Mr. Schmidt, ‘“‘can 
stay here until he dies. He’s on pen- 
sion.” 

Although many feed dealers find it 
impractical to keep a herd of cows in 
the city limits and some communities 
have passed ordinances against the prac- 
tice other means may be used to prove 
to customers that the feed which is re- 
commended has been tried and tested. 
Some dealers operate farms in connec- 
tion with their stores. This is a good 
idea. Others keep poultry flocks and 
are, finding them helpful in getting new 
business. 

Each dealer’s community should have 
at least one model farmer whose herd 
can be used for reference and local evid- 
ence. Joe Straub’s success in this line 
is related in an article appearing else- 
where in this issue of The Feed Bag. 

No dealer can afford to miss the op- 
portunity of proving the merits of his 
feed to his customers by actual test — 
whether it is with his own herd or with 
records obtained from a prize feeder. 
It is good, sound, efficient merchandis- 
ing. 


MORGAN GRAIN CO. elevator, 
Evan, Minn., was recently destroyed by 
fire which originated in the feed mill. 


BLANCHARDVILLE F E E D 
MILL, Blanchardville, Wis., one of the 
old landmarks in that village, will be 
tern down by the state highway com- 
mission and the site will be used as an 


across the Pecatonica river. George 
Slater built the mill. John and George 
Sardeson purchased it in 1865 and three 
generations of ‘the Sardeson family have 
operated the mill since then. 


NEW MUNSON CATALOG 

Munson Mill Machinery Co., Utica, 
N. Y., manufacturers of machinery -for 
feed mills and elevators, has issued a 
new catalog describing the Munson 
cracked corn graders, bolters and scalp- 
ers. Principal features of the machines 
are the low operating costs, freedom 
from destructive vibration and fine qual- 
ity of work turned out. The bulletin 
will be sent to anyone on request. 
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Critics Predict Economic Disaster 


For Farm Board Plan 


Elevators Overflowing with Surplus Wheat, New Crop in Offing 
Attempts to Trifle with Law of Supply and Demand Criticised 


ITH the new wheat crop about 
to be poured into the market, 
what will the federal farm board 


do with its present holdings, stored in al-- 


ready over-crowded elevators? ‘This is 
the pressing problem, looming formid- 
ably in the way of the board’s objective 
of farm relief. Some students of the 
situation are optimistic and predict that 
the board’s policies will work out suc- 
cessfully in the end, while others doubt- 
fully shake their heads and forecast that 
the board’s disregard cf the law of sup- 
ply and demand is certain to bring eco- 
nomic disaster. 
Brisbane Expresses Views 

Arthur Brisbane, whose column ap- 
pears daily in the Hearst newspapers, 
holds grave fear for the results of the 
board’s undertakings. 

“The government worries about pro- 
hibition, about what England, France 
and Japan will do in the way of per- 
mitting us to build ships and about some 
other things,” he comments. “It ought 
to worry about WHEAT. : 

“This country last week exported 
880,000 bushels of wheat. Canada last 
week exported 4,700,000 bushels. Ca- 
nadians have turned their wheat into 
cash. Our government takes the farm- 
ers’ wheat and turns it into the grain 
elevators to be stored, to increase the 
unsold ‘carryover’. 

“The grain elevators in the United 
States are practically full now. Nobody 
will buy wheat from the farmers in July 
when he has no place to store the wheat, 
and those who are really pessimistic say 
that when July comes it won’t be a 
question of price, but a question of 
wheat being UNSALABLE.” 

Just Another Experiment 

Failure of several experiments similar 
to the board’s plan of stabilizing wheat 
prices is pointed out as an indication 
of what might be expected of the pres- 
ent movement. The Wall Street Jour- 
nal sets forth a caution and makes a 
demand for immediate action: 

“In administrating the agricultural 
marketing act,” it declares, “the farm 
board is engaged in a holding move- 
ment of wheat in the hopes of obtain- 
ing a higher price. Experience teaches 
us that when the carrying charges are 
added to the spring price of wheat there 
is rarely ever a profit in holding it. The 
exceptions are when a crop failure or 
something else which no one can fore- 
see causes an increase in value. 

“This government has made several 
noble experiments, one of which was its 
shipping policy. The shipping board 
proved more costly than noble, its only 
usefulness being in keeping down a sur- 
plus in the treasury. The agricultural 


marketing act provides another such ex- 
periment and the first demonstration of 
its success in that line is the call for 
an additional $100,000,000 to carry out 
its policy of piling up wheat and run- 
ning the risk of sclling at a loss or car- 
rying it over into another year and thus 
depressing the price of the coming. crop. 
It would be far better for the country 
to refuse the request, compel the board 
to market the wheat it holds and de- 
sist from further price-pegging 
attempts.” 


Sad Story of Coffee 


Another warning of a previous failure 
is pointed out by the Chicago Daily 
News which calls attention to the co- 
lossal “flop” of the coffee valorization 
scheme wherein the Brazilian govern- 
ment pooled its java as the United 
States is now pooling its wheat to com- 
mand higher prices. Brazil has _ bor- 
rowed about $100,000,000 since 1922 to 
enable it to carry, its surplus. Despite 
that support the coffee market last year 
broke 10 cents a pound and the loss 
on valorized coffee was enormous. It is 
estimated that altogether Brazil has lost 
$200,000,000 since 1921 on its valoriza- 
tion plan.” 

Wheat Alias Horses 

Senator Peter Norbeck (North Da- 
kota) compares the farm board situa- 
tion to a farmer who has ten horses 
to sell. Nine buyers appear at the sale 
and each of them must have a horse. 
The purchasers see that there are ten 
horses and each one decides that he can 
obtain a horse at a favorable price be- 
cause of the surplus. As a result the 
bidding is weak and the farmer is forced 
to sell his horses at a big concession. 
When a wheat surplus exists, the grow- 
er is in the same situation as the farmer 
with ten horses to sell. He will not 
obtain a favorable price. On the other 
hand, if there are only nine horses and 
ten buyers and each purchaser wants a 
horse badly, the bidding will be imme- 
diate and heavy. The result7is an ac- 
tive market and the farmer is ‘well paid. 
The board cannot expect higher prices 
with an excessive surplus of wheat. It 
must have ten buyers for nine horses. 

Chairman Legge’s Letter 

Chairman Legge, in response to a let- 
ter from the governor of North Dakota, 
in which he asked about the plans of the 
board for the remainder of the crop 
year, frankly admitted that there were 
little or no chances of getting rid of the 
holdings of wheat before the new har- 
vest. He further added that “we can- 
not see how we can permanently hope 
to compete in export markets on this 
commodity.” He proposed that the 
farmers of this country give up the 
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idea of producing wheat for export and 
confine their growing to an amount suf- 
ficient to supply the home market. 

Charles W. Lonsdale, who recently 
declined the appointment of general 
manager of the Farmers National Grain 
Corp., central marketing’ agency for the 
cooperatives, issued a public statement 
in which he gave his reascns for turn- 
ing down the position offered to him 
and declared that he believed the farm 
board plan unsound economically, and ° 
doomed to failure. He said in part: 

“Now having failed through three sep- 
arate measures of expediency to defeat 
the influence of supply and demand 
upon the price of wheat, Mr. Legge ap- 
peals to the grain trade for coopera- 
tion. The grain trade can no more in- 
fluence the course of grain prices than 
it can control the tides of the ocean. 
When a surplus exists, prices descend. 
When demand exceeds supply, they 
must advance. . . . 


Next Move Awaited 

“IT do not believe that here in the 
United States we can, through partial 
socialization of our marketing methods, 
bring any ultimate or lasting benefit to 
the grain grower. As long as we pro- 
duce either recurring or accidental sur- 
pluses to be sold in the world markets 
we must share the world’s fortunes in 
prices received.” 

Little is known of what the farm 
board plans to do with the present hold- 
ings of wheat. The new crop makes 
some action urgent. W. G. Kellogg, 
who recently resigned as head of the 
Farmers National Grain Corp., is re- 
ported to have handed in his resignation 
because of differences existing on the 
question of the disposal of the surplus 
wheat. The next move of the board 
is the object of much interest. 

Meanwhile, the Milwaukee, Wis., 
grain exchange has decided to let the 
board’s success be determined by its 
own merits and expresses the situation 
thus: 

“If the federal farm board program 
is fundamentally wrong, which we be- 
lieve it is, then it will fall of its own 
weight and if it is fundamentally sound 
it will succeed, and protests will not de- 
cide the issue.” 


P. G. ECKHOFF, Maple Island, 
Minn., has purchased the Dagner Feed 
& Coal Co., Hollandale, Minn., from 
Wm. Dagner. He will be assisted by 
his sons in the management of the firm. 


GENDLER PRODUCE CO., Charl- 
ton, Ia., has purchased the Loiler & 
Son feed store and has retained Bruce 
Loiler as manager. 
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CASH BASIS 
Credit Troubles En 


Business 


Gaining 


By Perry Hayden 
The Wm. Hayden Milling! Co. 


N the winter of 1927 and 1928 we 

began to put some time and thought 

on the possibilities of running our 
business on a cash basis. 

Believing that if several of our com- 
petitors could be interested in this meth- 
od, we called a meeting at Tecumseh, 
March 9, 1928. At that time we asked 
the dealers to bring figures showing their 
total sales for 1927, the total cost of. 
operation for 1927, the percentage of 
sales done on credit and the cost of 
carrying on a credit business. 

We asked that they figure the amount 
of money on their books, the cost of 
sending statements, the cost of book 
work, the interest on idle capital, the 
amount of money lost on poor accounts, 
and losses due to charges not made for 
sales. 

We further asked, on the card, an- 
nouncing the meeting, if their gross 
margin was large enough. 


Adopted Plan in 1928 


All we can say was that the elevator 
men who came to the meeting were in- 
terested. But the final outcome was 
that each wanted to wait until his neigh- 
bor could be interested. The ring from 
Tecumseh kept spreading until an ele- 
vator five miles from Tecumseh would 
not go on cash until a man 25 miles 
away did likewise. 

We realized that it would be futile 
to wait for the whole section to act at 
once so we decided to paddle our own 
canoe. 

April 1, 1928 we started a policy of 
giving 2 per cent cash discount for all 
sales of $5.00 or more paid in cash. We 
advertised that we would do this for 
three months,—not knowing what the 
outcome would be and not wishing to 
commit ourselves too far in advance. 
This system was accepted enthusiasti- 
cally by the majority of our customers. 

On June 14, 1928, we came out with 
an announcement in the local newspaper 
that on September 1, 1928, we would 
sell for cash only. In the intervening 
weeks we. ran advertisements in the lo- 
cal paper showing the benefits of cash 
and the disadvantages of credit. We 
thought it wise to educate our custom- 
ers as far ahead as possible so that 
when September 1 came the break would 
not be too jagged. 


Gradual Change Necessary 


Our company has been doing business 
since 1835 in Tecumseh, Mich. So far 
as we know, it is the oldest active mill 
and elevator doing business in the state. 
It has been in the Hayden family since 
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1858. You can realize that after nearly 
100 years of credit, we could not afford 
to jeopardize our interests by taking 
action too rashly. 

We tried to impress upon our custcm- 
ers that we were running a flour mill 
and feed business and not a savings and 
loan association. We stated, in a hu- 
morous vein, that we had made an ar- 
rangement with the local banks whereby 
they agreed to stay out of the feed 
business and we to stay out of the bank- 
ing business. 

We realized that if we did not show 
some very tangible evidence of saving 
to our customers that it would not pay 
to go on a cash basis. So on August 
30 we came out with a full line of our 
prices under the old credit system and 
with a price list showing what our new 
cash prices would be. To give you some 
idea of the difference we made we will 
repeat these prices: 


Product Credit Cash 
Aug. 31 Sept. 1 

Maddlings 2.00 1.95 
Cotton Seed Meal ..... 3.25 3.15 
3.90 
Meat Scraps ......-....... 4.40 
Starting Mash 3.50 
Oyster Shells 1.00 
Dried Buttermilk .... 10.00 9.50 
Coal, per ton ........... 7.00 


These are a few of the prices show- 


ing that there was a difference in the- 


savings due to elimination of charge 
accounts. 


With the exception of a possible 2 or 


Cash Basis Store at Clinton 


3 per cent of our customers the adop- 
tion of a cash basis was very heartily 
received. The minds of our patrons 
were prepared for the change which we 
feel is a big step in the process. 

The millers and elevator men of Le- 
nawee and surrounding counties have 
been holding chicken dinners from time 
to time. Rubbing shoulders and discus- 


THE FEED BAG—MAY, 1930 


“The note accepted will be the long, 


sing common problems for several 
years, finally resulted in a common con- 
fidence that led to their taking action at 
the October meeting in 1929, which has 
greatly benefited them all. 

The Adrian Daily Telegram with a 
circulation .within Lenawee and sur- 
rounding counties of 11,000 copies was 
used as the medium for a series of ad- 
vertisements. Twenty feed dealers, ele- 
vators, and flour mills serving the farm- 
ers of this section followed the plan 
used by our own firm in the summer 
of 1928. The writer, in company with 
Mr. White, Cutler Dickerson Co., Ad- 
rian, made a trip through the county 
and collected $10.00 from each firm who 
wanted to go on a cash basis January 
1. A war chest of $200.00 was collected. 
The bulk of this was used in the adver- 
tisements which are reprinted in this 
issue of The Feed Bag. 

One feature of the cooperative plan 
adopted by the mills around Tecumseh 
was that of having a series of cards of 
of different colors, each with the same 
copy as follows: 

ALL SALES CASH! 
On and After January 1, 1930 
Sincerely believing that pro- 
ducer, distributor and consumer 
all benefit by doing business on 
(Continued on Page Forty-one) 
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FOLLOWING 


Group Meetings Reveal 
Growing Interest 


Frank B. Wilson 


Changes to Cash at Ypsilanti 


ted 
on idle willl 
will be removed 


yings 
assed On 
the Customer! 


Just What is' Cash” | 


Ie it paying “Saturday night”? 

Is it paying on pay day? 

Ie it paying when the milk check arrives? 


ls it paying when the wheat, corn, oats, rye, barley 
hogs, cattle, lambs, hens or storks are sold” 
Ie ot payung within thirty days? 


Cash is paying at the same time and in the same way that 


The stock buyer buys hie stock! 
The grocer buys his exgs! 


We All Buy Our Postage Stamps! 
January Ist These Firms “Go” Cash 


Mithigan ‘‘Cash Basis’’ Feed Dealers 


Success Reported 
3y Cash Basis Firm 
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would all sign up for the next year. 
The Hayden Milling Co. went on a cash 
basis and made such a good showing 
against all of us who were operating 
a credit business that we all signed up 
for the cash basis on January 1, 1930.” 

“Before we sold strictly for cash, our 
records showed that we lost almost 10 
per cent on bad accounts. That doesn’t 
seem possible but it is a fact. Now, if a 
firm has $10,000 on the books it costs 
$700 for interests, $1,000 as loss from 
bad accounts, making a total of $1,700. 
This is no way to conduct a_ business. 

“We believe it is better to sell for 
less and sell for cash. In the tirst place 
you must sell cheaper if you expect to 
sell for cash. We advertised the prices 
we charged when we were on a credit 
basis and compared them with the cash 
prices to show our customers that they 
could save money under our new plan. 

“We have never done anything that 
has given us more satisfaction than go- 
ing on a cash basis. I know many of the 
other boys in the business and I think 
they will all tell you the same ‘story. 
You can’t beat the cash basis!’” 


HE cash basis plan has saved the 

Ypsilanti Farm Bureau associa- 

tion, Ypsilanti, Mich., more than 
$1,500 in four months’ time. This is 
the cheerful report of Frank B. Wilson, 
nianager, who joined the cooperative 
movement to abandon credit last Janu- 
ary 1. 

“For ten years,” he declared, “I had 
been trying to run a feed and elevator 
business for the farmers without proper 
financing. The original investment in the 
business was not enough and we were 
cperating on borrowed money at 7 per 
cent. In addition to this we were carry- 
ing the farmers on the books for about 
$20,000. Approximately one-half of this 
was on 30-day accounts and one-fourth 
of this was slow pay. 

“IT like to, sell but do not like to col- 
lect and as a rule neglected the collec- 
tions. But when I did spend time, try- 
ing to reduce the accounts, I often found 
that the folks at the mill had put as 
much on the books as I had taken off 
while collecting. 

“As a cooperative elevator it had been 
our object to sell goods on a close mar- 
gin of profit and I had about decided 
that all of these things were impossible 
under the credit plan. After three 
months on the cash basis I am _ thor- 
oughly sold on the idea. It is too early 
to give comparative results on sales but I 
believe our volume at the end of the 
last six months’ period will be equal to 
last year. Our farmers seem to be buy- 


ing just as much and are getting the 
cash somewhere to pay for it. 

“Our accounts receivable on January 
1 when we adopted the cash basis were 
On April 1 they were $21,000. 


$21,000. 


Cash Basis Store at Ypsilanti 


Reducing the old accounts is a slow 
process but on the cash basis when a 
man is paid up he is off the books for 
good. Good crops this season will help 
us to clean up many of the slow ac- 
counts.” 

The savings which Mr. Wilson rea- 
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HE cash basis plan is sweeping 

Michigan. Within the past 

month hundreds of dealers have 
gathered at various points in the state 
to discuss the movement and to coop- 
erate in adopting it. Many individual 
members ci the trade have taken the in- 
itiative and are already successfully op- 
erating on the cash basis plan. Their 
success has encouraged others to adopt 
the idea and the entire state is mani- 
festing interest in the new movement. 

Among the series of group meetings 
held during the past month was a get- 
together of 33 dealers at Owosso 
March 27. After a discussion of the 
cash plan 30 out of the 33 members 
present voted ta adopt it. 

On April 3 a meeting to consider the 
cash basis was held at the Wright hotel, 
Alma. More than 70 dealers were pres- 
ent. The group in this territory ex- 
pects to put the cash plan inta effect 
on a cooperative basis within the next 
30 days. 

Eastern Michigan extended its full 
support to the cash basis at a meeting 
held at Port Huron, April 18. 

Dealers from the southern Michigan 
district met at Kalamazoo, April 23 and 
the cash basis plan received unanimous 
endorsement. It is expected to be put 
into effect on a cooperative basis at an 
early date. 

As The Feed Bag goes to press word 
comes from the Western Thumb and 
Saginaw Valley districts that a meeting 
would be held in the near future at Caro 
or Sebewaing. The dealers in this ter- 


ritory are seriously considering the 
launching of a cash basis movement. 
Other scattered localities report 


meetings and enthusiasm is the keynote 
of all of them. Michigan is for cash! 


lized since he adopted the cash basis 
are itemized as follows: 
Membership in credit bureau $ 48.00 
(Unnecessary with a cash basis) 
Stamps, stationery for state- 
Time saved 
Savings on poor account losses 1,000.00 


He advises all dealers to adopt a cash 
basis and to do it at once if they wish 
to conduct their business on a more pro- 
fitable basis. Mr. Wilson looks forward 
to a successful future for the Ypsilanti 
Farm Bureau association since the cred- 
it burden that had retarded its progress 
is now removed. 
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Dixie Hammermills are 
sold on an absolute guar- 
antee to do everything 
we claim for them. No 
Dixie Hammermill has 
ever been returned be- 
cause it failed to live up 
to the claims made for 
it. 


The Dealer with this Mill 
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gets the business! 


You can get the business and hold on to it if you own a 
Feedixie. This master mill grinds grains and feeds to any 
degree of fineness and in each case produces a uniform product. 
It requires a minimum of time and expense for each grinding 
job and customers are always pleased with the high quality of 
the product. Idle hours are eliminated because the numerous 


‘features in its construction permits grinding many types of grain 


and feed. Feedixie has a greater capacity per H. P. with finer 
ground materials than any other grinder and gives the greatest 
production per hour per operating dollar. Write today for 
full particulars. 


DIXIE 
4215 Goodfellow Avenue, St. Louis, Mo. 


Chicago—Office 236 N. Clark St. New York Office—104 Pearl St. 
Pacific Coast Office—2411 E. 26th St., Los Angeles. 
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Can Company 


Owned Stores 


Solve Overproduction? 


(Continued from Page Eighteen) 
already acquired about nine-tenths of 
their possible percentage of the coun- 
try’s retail business as a whole (not dol- 
lars, but percentage), no matter how 
many stores they may have. Chain store 
managements, it may be well imagined, 
knew this months ago, at any rate, judg- 
ing from their present actions, they 
know it now. 

Thus there is to be seen the truly 
remarkable spectacle of manufacturers 
and jobbers rushing into the chain store 
business in an experimental effort to find 
the theoretically perfect distribution 
scheme, while the chains, themselves, 
recognize that they are even now within 
easy sight of the saturation point. As 
the leader decides he has enough’ stores 
for the present, the follower hastens to 
establish more. By the time the follow- 
er catches up with the leader he is do- 
ing something else. It is the same old 
story. 

Selling Methods, Improve 

The present serious distribution dilem- 
ma has its genesis not in ephemeral 
“conditions”, but in the fact that up to 
a few years ago the country’s best 
brains had been devoted to making 
goods rather than selling them. But the 
picture is changing and has been for 
some time; more brain power is being 
put in upon selling, and selling is be- 
coming better. Colleges and universi- 
ties, to mention one promising element 
that augurs well for the future, are ear- 
nestly trying to orient themselves so 
that scholarly research may be made in 
this more than important function and 
the results given to business. Perhaps, 
during the life of the new generation 
that is entering business, the net result 
of all this will be the perfected distri- 
bution plan that seems to be needed and 
that is now being sought in the free- 
for-all rush to enter the chain store 
business. It is not too much to pre- 
dict that within ten years the thing will 
have been fairly well worked out. But 
this does not mean that the retail sell- 
ing of the country is going to be done 
via the chains; those who are proceed- 
ing on the opposite premise are in many 
cases chasing rainbows. 

Chain Stores Attacked 

Meanwhile, inasmuch as it would be 
fatal for them to mark time while re- 
search is made in the hope that some 
new system may be devised, what are 
the bewildered manufacturers and 
wholesalers going to do? 

There is one cheerful and affirmative 
thought to be brought up in answer to 
the question, and the thought is this: 

The independent or individua!l y-owned 
store, as distinguished from the chains, 
is now having thrust upon it the most 
glittering opportunity that has ever been 
known in all the history of merchandis- 

The attacks being made on the chains 


are utterly ridiculous to a considerable 
extent and largely untrue. Nevertheless 
the chains have their backs against the 
wall and are definitely on the defensive. 
Candidates for office, including places 
as high as governor, are campaigning 
on the issue, taking what they imagine 
to be the side of the common people 
against the chain. 
Independent’s Chance Now 

Joseph M. Fly, formerly a prominent 
chain-store operator in the South who 
had a leading hand in organizing the 
National Chain Store association, pre- 
dicts that the agitation will proceed so 
far that the question will eventually be 
fought out as a major issue in a nation- 


al election. Looked at from an econom- . 


ic standpoint, this prediction seems too 
absurd for words; nevertheless there are 
plenty of people, including myself, who 
would not be/at all surprised to see the 
fight develop in just this way. 

It seems, then, that now is the time 
of all times for the individual dealer to 
make his big play. The stage is set for 
him. Moreover, there is nothing done 
by the chain stores in the way of super- 
ior merchandising that he cannot do. 

ToosMuch Mass Work 

But manufacturers are likely to enter 
a demurrer to this argument right here 
and declare that they have been trying 
for the last 50 years to develop the indi- 
vidual retailer with but indifferent suc- 
cess. This is true; but the trouble is 
they have been working on the dealer 
too much in the mass, they have been 
seeking numbers of customers rather 
than developing individuals. 

What they ought to do now, generally 
speaking, is to drop a large number of 
their present dealers and let them shift 
for themselves, and proceed intensively 
to build those who are fit. This, after 
all, is the simple and obvious answer; 


Millers National Meets 
At Chicago, May 22 


The Millers’ National federation will 
hold: its annual convention at the Edge- 
water Beach hotel, Chicago, May 22, 
Herman Steen, secretary, announces. Re- 
ports of the trade practice committee 
and its proposed regulations will be 
heard and discussed at a mass meeting 
of the industry to be held on the sec- 
ond day. The newly organized Rye 
Millers Association of America is also 
planning to meet during the convention. 
Mr. Steen is making preparations for an 
unusually large attendance of millers 
from all sections of the country. 

During the afternoon of the first day 
the millers will hear George S. Milnor, 
newly! appointed president of the Grain 
Stabilization Corp., and Bert H. Lang, 
member of the federal farm board’s ad- 
visory committee on grain and vice-pres- 
ident of the First National bank of St. 
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it is getting back to fundamentals that 
already are known to be effective and 
workable. 

It may as well be understood, once 
and for all, that when distribution is 
finally developed to a place where it 
will be reasonably comparable with pro- 
duction, it will be built around the in- 
dividual dealer—the “independent” deal- 
er, as some prefer to cali him. 

The chains have their place and they 
will continue to grow and prosper. But 
as a system for the country’s merchan- 
dising as a whole to follow they are 
wildly and absurdly impossible. They 
are as strictly limited in their possibil- 
ities for expansion as are the retail mail 
order houses—meaning that however 
much greater they may grow in the di- 
rection of volume as computed in dol- 
lars, they are not going to progress ap- 
preciably further in the way of percent- 
age gains. 

Manufacturers and distributors in gen- 
eral, if they saw fit to speak their real 
thoughts, would doubtless say that there 
are more retailers in business today than 
could be absorbed properly into the 
country’s economic set-up for 50 years 
to come. The situation then plainly 
calls for a radical and merciless weed- 
ing out. Rathen than demanding more 
company-owned chain stores, which at 
best can only aggravate an already dan- 
gerously serious problem, it calls for a 
smaller number of dealers who are ac? 
tually trained to sell. 

This suggestion is not advanced as 
being original. It is, in truth, one of 
the oldest of the fundamentals. Two 
possible reasons, or excuses, for its not 
being adopted by manufacturers are 
these: 

When you accept a formula—and the 
chain-store system is a formula—you 
are likely to stop thinking. 

Or, if the chain-store formula has not 
yet interfered with the manufacturer’s 
customary brain exercise, he shrinks 
from the ruthless task of putting an in- 
definite number of thousands of ineffi- 
cient retailers out of their misery. 


Johnson Takes Arcady 


Kansas City Post 


Frank R. Johnson, vice-president of 
the Arcady Farms Milling Co., Chicago, 
Ill., succeeded V. R. Combs, resigned. 
as general manager of Arcady’s Kansas 
City plant and business, effective April 
15. 

C. L. Dodge has been appointed sales 
manager at Kansas City, with George 
R. Troxel in charge of Wonderfat busi- 
ness. 

L. H. Wagner, who has been assist- 
ant to Mr. Johnson the past few years, 
has been placed in charge of the pur- 
chasing department at; Chicago, but will 
operate under the general direction of 
Mr. Johnson and W. D. Walker, first 
vice-president. 


Louis. Mr. Milnor and Mr. Lang will 
discuss the program of the stabilization 
corporation as it affects the milling in- 
dustry. 
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Diamond 
Corn Gluten Meal 


especially adapted 
to poultry mashes 


Here is something new that is going 
to be of much value to the mixers of 
poultry feeds from now on. 


Diamond as a source of protein for the 
egs mash reduces the cost sufficiently 
to effect a worth-while saving for you 
in a few months’ time. 


The use of Diamond as a part replace- 
ment for expensive animal protein 
not only lowers the cost of making the 
mash but lowers the fibre content of 
the mash and increases the total 
digestible nutrients. Mashes contain- 
ing Diamond have proven themselves 
highly productive of eggs. 


Diamond Corn Gluten Meal 


can make you extra customers and 
extra profits, whether you mix on a 
large or a small scale. 


43% Protein Guaranteed 


BUARANTERD ARALYSIS 
Min, 
Mex. 

Min, 


Ask our salesman the next time he calls, or write us. 


RATION SERVICE DEPT. 


CORN PRODUCTS REFINING CO. 
17 BATTERY PLACE, N. Y. CITY 


(CORNO Feeding Oatmeal 


14.5 Protein 3.9 Fibre 


For Mashes and Poultry Fattening 
Feeds—for Pigs, Calves and all 
young and growing animals. Fully 
equal to Ground Oat Groats and 
Rolled Oats for animal feeding at a 
big saving in price. 


(CCORNO Hygrade Oatfeed 


11.0 Protein 19.0 Fibre 


Almost as much protein as Whole 
Oats, ground or unground, or 
Ordinary Bran. 


A splendid feed for Dairy Cows. 


CORNO BRAND 


Rolled Oats 
Steelcut Oatmeal 
Whole Oat Groats 
Ground Oat Groats 


Reground Oat Hulls 
Unground Oat Hulls 
Fine Ground Oat Hulls 
Hominy Feed (7% Fat) 


DEPARTMENT 14 CEDAR RAPIDS, IA. 


E. S. Woodworth & Co. 


MINNEAPOLIS, MINNESOTA 


Offer a complete line of 


Millfeeds 


OIL and COTTON SEED 
MEALS 


either straight or mixed cars. 


Large warehouse facilities and com- 
plete stocks insure prompt shipment. 


Grain We offer: 


Oats, Corn, Rye, Barley 
and Chicken Wheat 


WRITE, WIRE OR PHONE 
4593 for PRICES 


Try Us. You will like our service. 


THE FEED BAG—MAY, 1930 


: 
: 
“CORN 
GLUTEN MEAL” | 
CORN PRODUCTS REFIMINED) | 
4 
CAR = 


Long 


Term Booking 


Unprofitable 
For Feed Dealers, 
Manutacturers 


By C. Neil Barrett 


President, Northwest Mixed Feed Manufacturers Association 


mixed feeds with either dealer, job- 

ber or manufacturer, each of them 
agrees that it is neither practical nor 
profitable to buy and sell feed for long 
periods of time ahead. In the writer’s 
experience he has never talked to any- 
one who did not agree with this very 
sound principle. 

Why then has the industry gotten 
into a position where bookings are made 
over such a long period of time that 
they can’t mean anything to either buy- 
er or seller? 

Who Is to Blame? 

There are several reasons given. The 
manufacturer will say it is because his 
competitor does it and he has to. The 
original reason for the first manufac- 
turers doing it was unquestionably to 
tie up a dealer with bookings to such 
an extent that he couldn’t buy from 
anyone else. The jobber will say that 
he must sell that way because the man- 
ufacturer does. 

After it is all said and done, the writer 
is of the opinion that the answer to the 
situation rests with the dealer himself. 
The average dealer does not care to 
bind himself for a long period of time 
with a large tonnage of feed and will 
not do so if he has to take the risk in- 
volved. One of the dealer’s reasons for 
buying in this way is because his com- 
petitor does from another manufacturer 
and he is afraid that for that reason 
on an advancing market he will be able 
to undersell him. He, therefore, insists 
that the manufacturer with whom he is 
trading does the same thing and the 
whole program is a vicious circle that 
finally is unprofitable from everybody’s 
standpoint. 

Unquestionably suggestions for the 
betterment of conditions should come 
from the manufacturer. The success of 
the suggestion must come from the deal- 
er himself. It is, therefore, pertinent 
and important that the dealer consider 
his business from every angle and final- 
ly decide which is the most profitabie 
method for him to buy his requirements. 

Solution in Merchandising 

There is one outstanding fact that 
does not bear dispute. If every dealer 
sold his merchandise on a basis of re- 
placement cost, it would make no dif- 
ference to him, so far as his competitor 
is concerned, as to whether or not his 
requirements were covered or whether 
he was buying on, the market. 

In the writer’s opinion, merchandis- 


LT discussing the merchandising of 


ing mixed feed and feed products on a 
sound merchandising basis is the answer 
to the long term booking problem. 

It doesn’t make any difference how 
clever a buyer a man may be, if he does 
not sell his produce on such a basis 
that he is taking advantage of an ad- 
vance in the market, in case he has one, 
his profitable speculative purchase is of 
absolutely no value. To hold up the 
retail price to his trade on a declining 
market is just as unsound. The unfor- 
tunate part,of that situation is that some 
dealers will not have a booking at a 
higher price and will follow the market 
down. 

An educational campaign along this 
line among the members of the Central 
Retail Feed association should accom- 
plish a world of good. You have done 
one very sound thing in educating the 
members of the association to sell their 
merchandise for cash. 

The next thing is to educate them to 
sell their merchandise on a basis of 
what it will cost them to buy it again. 

An Interesting Comparison 

If a dealer handles corn, oats, eggs, 
or poultry from the farmer in addition 
to selling feed, the following angle 
should be of interest: 

Suppose he were to put a price on 
eggs of 20 cents a dozen and pay 20 
cents a dozen for eggs for six months 
at a stretch and then change the price 
to 18 or 22 cents, what would his farmer 
customers say? Suppose in the fall of 
the year the elevators were to say that 
they would pay 70 cents a bushel for 
corn and keep paying 70 cents a bushel 
throughout the winter until the next 
crop, regardless of whether or not the 
market went to 60 cents or $1.20. His 
customers could not be satisfied, of 
course. $ 

It is no more logical that the farmer 
would be dissatisfied if he changed the 
price on the feed material that the farm- 
er bought, than he would be under the 
above mentioned circumstances. The 
writer believes that the farmer would 
much rather pay whatever a food pro- 
duct was worth. If corn and wheat are 
higher, so is scratch feed. If bran, mid- 
dlings and oil meal are higher, so is 
dairy feed. Why shouldn’t the dealer 
raise his price from day to day accord- 
ing to the manufacturer’s quotation on 
the brand of feed which he is handling. 

The buying and selling of feed to the 
retail dealer is a very important business 
in his community. Actually the respon- 
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sible and energetic feed dealer is more 
or less a buying agent for his constitu- 
ents. It is up to the dealer to choose 
the kind of feed and quality of feed that 
he will sell. He is supposed to know 
his business and be able to help his 
farmer friends in their selection and 
use of the proper feed stuffs. 

Certainly he is entitled to pay for that 
knowledge and for that service. His 
farmer customers know that he is en- 
titled to pay and expect him to get it. 
There is nothing to apologize for or to 
be ashamed of in that situation and it 
is not only useless but unnecessary to 
price the merchandise in such a way 
that any attempt is made to make the 
farmer or customer feel that a profit 
is not included in the sale price. 

If the feed dealer, then, will sell his 
feed every day or every week on a basis 
of replacement, he is not interested in 
booking for six or eight months ahead 
because the fear of what his competitor 
might do in case there was a long bull 
market is eliminated. 

The farmer is growing in intelligence, 
the radio is giving him markets every 
day, he knows what feed stuff is worth 
and what he ought to pay for it. The 
time has gone by when he can be de- 
ceived as to the actual cost basis of 
mixed feeds or raw material. Why de- 
ceive him longer? Why not price mer- 
chandise in such a way that in case it is 
sold out today a profit is made on a 
basis of that market. 


Hard to Anticipate Demand 


It isan acknowledged fact, and it is 
getting to be more definite each year, 
that no one can anticipate what the de- 
mand for any kind off feed stuff is going 
to be six or eight months ahead of any 
period. Long term bookings then are 
unsafe from the standpoint of the deal- 
er, unless, and here has entered in a 
question that the manufacturer must 
solve himself, unless the manufacturer 
will deliver the order when the market 
goes up and cancel it when it goes down. 

Such a procedure is unsound and the 
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dealers who are real dealers agree that 


it is. Naturally as buyers they are go- 
ing to take advantage of any situation 
that is to their benefit for which, of 
course, they can’t be blamed. Every 
dealer the writer has ever talked to, how- 
ever, agrees that the principle of can- 
cellation or non-delivery is unsound and 
for the most part the good dealer does 
not ask it and very seldom, if ever, lets 
his purchases put him in a_ position 
where he has to ask it. 

There are many reasons in addition 
to the above as to why and how the 
long term booking on mixed feed has 
crept into the industry. Anyone in it 
can recall when it was not there—every- 
one in it has probably a different reason 
to offer as to why it is there. 

Long Bookings Unprofitable 

There seems to be one thing on which 
everyone agreeg as we have said. Long 
term bookings are not satisfactory or 
profitable from anybody’s standpoint. 
They are destroying the morale of both 
manufacturer and dealer—it makes the 
business unsatisfactory and unpleasant 
to both dealer and manufacturer. No 
one likes to have misunderstandings in 
business that are sure to come in case 
of requests for cancellation whether 
granted or not. 

If dealers and manufacturers alike will 
cooperate, the final consumer can with- 
out a question of a doubt be educated 
to the advantage of buying his merchan- 
dise on the basis of the day’s cost or 
the day's value. The dealer can run a 
clean business, a sound business and a 
profitable business, because he knows 
when a sale is made to his customer 
he will take it. He is making a profit 
that is honest and legitimate—he is not 
worrying about speculative losses or 
gains. The manufacturer on the other 
hand can manufacture feed and sell it 
for less money. He does not have to 
add to the cost of his raw material, long 
time carrying charges and a certain un- 
known overhead for losses that come 
due to cancellation and non-deliveries 
of feed. 


Chatterton & Son Adopt 
Cash Basis Plan 


Chatterton & Son, Lansing, Mich., 
who recently adopted the cash _ basis 
plan, report that it is working success- 
fully. 

“Our company has been operating on 
the cash plan now for about six weeks 
and we are well satisfied,” writes T. J. 
Hubbard, purchasing manager. “But 
for a few exceptions, all of our plants 
are showing a nice increase each week 
in cash sales and a corresponding re- 
duction in old accounts receivable.” 

The company adopted the cash basis 
plan on March 10. 


PIONEER LAND & LOAN CO., 
Warren, Minn., feed and seed dealers, 
is wrecking its old mill and will use 
the material to construct an addition to 
its elevator which will be used as a 
warehouse. 
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Central Association Sponsors 
District Meetings 


HE Central Retail Feed associa- 

tion held the first of a series of 

13 district meetings to be held 
in various sections of Wisconsin and 
Illinois during April and May, at Bea- 
ver Dam, Wis., in the Hotel Rogers, 
Tuesday evening, April 23. A duck din- 
ner was served to the 35 dealers present 
and the meeting was then called to or- 
der by L. J. Hartzheim, Beaver Dam, 
president of the association. 

David K. Steenbergh, secretary of the 
association, and managing editor of The 
Feed Bag, Milwaukee, explained the 
plans for the coming convention which 
will be held in Milwaukee on June 16 
and 17. The dealers were requested to 
suggest various subjects they wished 
discussed at the convention and the ten- 
tative program was outlined. 

Jensen Discusses Fertilizers 

Ove T. Jensen, soil improvement 
committee, National Fertilizer associa- 
tion, Chicago, was the only scheduled 
speaker. He exhibited a series of slides 
which showed the value of using fertili- 
zers on the soil and explained a sur- 
vey' which his association recently con- 
ducted among 48,000 farmers in 32 dif- 
ferent states. 

Each farmer was asked “What in- 
crease in yield do you obtain from the 
use of fertilizer on your most important 
crop? State average yield with fertil- 
izer and probable yield without fertili- 
zer.”’ From their answers it was found 
that, as an average for all crops, farmers 
are getting $3.54 in added crop value 
for each dollar spent for fertilizer. Or, 
stated in another way, the use of about 
6,700,000 tons of commercial fertilizer, 
which it is estimated cost $213,000,000, 
produced $754,000,000 worth of crops. 

The survey also showed that 65 per 
cent of the farmers purchased their fer- 
tilizer from feed dealers. Mr. Jensen 
told the dealers that only 55 per cent 
of the farmers in Wisconsin use fertili- 
zer and that these farmers do not use 
enough of it, as compared to the 
amounts used by farmers in other states. 
There is, therefore, a good opportunity 
for dealers in Wisconsin to increase 
their sales by pushing fertilizers harder. 

Honesty and fair dealing should gov- 
ern the dealer in his contacts with his 
customers. In making fertilizer sales 
quality and value, as judged by the re- 
sults obtained, should be the main sales 
points, not price. The dealer should de- 
termine a price schedule that will give 
him a fair profit and never deviate from 
this price. 

Sales promotion by advertisements in 
the local papers, direct mail campaigns, 
radio, window displays and demonstra- 
tions help materially in educating the 
farmer to the use of fertilizer. It is a 
good plan to cooperate with the county 
agent and to visit the farms of your 
customers, to show an interest in their 
work, and to advise the grades to buy 
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HE Central Retail Feed associa- 

tion held a second spring season 

district meeting at Plymouth, 
Wis., in the Hotel Laack, Thursday 
evening, April 24. O. W. Timm, J. H. 
Timm Co., Plymouth, acted as chairman 
of the meeting, and introduced the of- 
ficers of the association and D. R. John- 
son, Darling & Co., Chicago, the only 
scheduled speaker of the evening. 

Mr. Johnson was soils expert in 
charge of the experimental fields of 
Ames Agricultural coflege, Ames, Ia., 
for the last 10 years before joining Dar- 
ling & Co. the first of the year. He 
gave an interesting talk on fertilizer, 
showing the dealers how to increase 
their sales. The effects of various 
grades of fertilizers on certain soils were 
discussed, as well as the advantages of 
using a combination of manure and fer- 
tilizer. The type of fertilizer to use for 
growing corn, smal! grains and vege- 
tables, was also explained. 

An Eastern Wisconsin District Deal- 
ers club was proposed and a committee 
consisting of Charles Lee, Plymouth 
Flour Mills, Plymouth; Robert Hornak, 
Farmers Mercantile & Supply 'Co., Elk- 
hart Lake, and William Arndt, Arndt 
Bros. Co., Sheboygan, was appointed to 
organize the club. It will include all 
dealers in the territory tributary to 
Plymouth. 

Officers of the Central Retail Feed as- 
sociation present were President L. J. 
Hartzheim, Beaver Dam; Secretary Da- 
vid K. Steenbergh, Milwaukee, and 
Treasurer Colby Porter, Fox Lake. The 
officers explained the advantages of be- 
longing to the association and urged the 
dealers to join. Plans for the annual 
convention were discussed and all deal- 
ers present invited to attend. 


aud the quantity to be used per acre. 

Mr. Jensen told those present at the 
meeting that row application was better 
for row crops than broadcast, because a 
better return is received. The fertilizer 
is nearer the seed and the plant gets 
the benefit in the early stage. Appli- 
cation must be correct, however, in row 
application. The correct way is to ap- 
ply the fertilizer on both sides of the 
hill, not on one side only, and exposed 
to the seed. 

An informal discussion followed his 
speech in which he was asked several 
questions pertaining to the grades of 
fertilizer to be used for certain crops, 
the amount of nitrogen conserved by 
adding super phosphate to manure and 
how to fertilize acid soil. Other sub- 
jects, such as chain stores, short term 
bookings, delivery costs and home mix- 
ing, were also discussed at the meeting. 


CHARLES RUMMEY, Muscoda, 
Wis., has purchased the feed business 
of H. Marca & Sons Co. 


Cut Your Power Costs 


Save Your Grinders 


void 
lease Your 


fects 


Gentlemen: 


Considering the present protection I have ahead of my at- 
trition mill, which consists of a screen and several horseshoe 
magnets, there was some question in my mind as to whether 
your electro-magnet could do for me what you claimed it would. 
Il am pleased at this time to say that it has proven to do all 
that you say it will. 

Because of the large collection of nails, screws, nuts, staples, 
pieces of steel and cast iron, which got by our present means 
of protection and was caught by your high powered electro- 
magnet, Iam pleased torecommend same to anyone operating 
an attrition mill. Iam sure they will readily accept this in- 
formation. 

Your magnet has effected a savings in burrs, as well as in 
power cost for grinding, by keeping these burts in much better 
shape. It has been a source for more satisfied customers, as 
the farmers are well aware of the fact that many cattle die 
each year from iron in their ground feed. 

But with this electro-magnetic protection, they are sure 
that the feed is free from the dangerous ‘ron. 

I feel that the price paid for one of these electro magnets 
is a very good investment. 

Yours very truly, 
P. S. Solomon, Monroe, Wis- 


(Henry Solomon Coal & fron Co.) 


latencity 


MAGNETIC 
SEPARATION 


FRB 5 Gray 
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NEW Dinas 


Magnetic Separator 
—Fully Automatic 


HIS new separator designed and built by 

the world’s largest manufacturer of mag- 
netic separators is made especially for the 
feed grinder and grain man. A genuine 
Dings Separator. 


It is so inexpensive it will pay for itself in a 
few months time. It is a thousand times 
stronger than a permanent magnetic. It is 
absolutely fool-proof and completely auto- 
matic. You can install it yourself. 


Ask any plant that ever used a genuine 
Dings Separator. 


Write today for complete information. 


Dings Magnetic Separator Co. 
704 Smith Street Milwaukee, Wisconsin 
ESTABLISHED IN 1899 
World’s largest manufacturers of Magnetiz Separators 


Boston: 304 Rice Bldg. San Francisco: 273 Seventh Street 
New York City: 30 Church Street Chicago: 332 S. LaSalle Street 


Branch Offices in Other Prinzipal Cities 
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be Dings Magnetic Separator Co. 

re 704 Smith Street 
Milwaukee, Wisconsin 

4 Gentlemen: 
: q a send me full details on your automatic separator for feed 
muis. 
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Recommend 
Douglas Corn Gluten Meal 
for Summer Feeding 


OU can make extra profits for yourself 

and for your customers by recommend- 

ing Douglas Corn Gluten Meal for sum- 
mer feeding. A big feed of pasture grass —- 
the salad—- may maintain body weight 
but Douglas Corn Gluten Meal — a choice 
morsel of meat in the ration — is needed to 
keep up production. Feeding Douglas Corn 
Gluten Meal to cowson pasture assures pro- 
fitable summer production and more than 
this—it keeps the cows in such condition that 
the slump in milk flow which usually follows 
the pasture season is eliminated. 


NICK & FORD 


AR RAPIDS, 


CRUARANTEED ANALYSIS 

UDE PROTEIN, not fessthan--# 
FAT, ___not less than - 
E FIBER MORE that 


_ CARBOHYDRATES 4408 
EN FREE EXTRACT, not less then at 
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The milk pail tells the story. It isn’t how 
much or how little the farmer is feeding. The 
profit over feed cost is what counts and feed- 
ing Douglas Corn Gluten Meal will assure 
greater returns per dollar invested in feed. 
Douglas Corn Gluten Meal supplies protein 
in a mild, safe feed which is peculiarly capable 
of stimulating milk production. It is guar- 
anteed to contain a minimum of 40 per cent 
protein and a maximum of 4 per cent fibre. 
Each 100 lbs. of Douglas Corn Gluten Meal 
contains over 80 lbs. of digestible nutrients. 
All livestock does better— pays bigger returns 
— when Douglas Corn Gluten Meal is in- 
cluded in the ration. 


Penick & Ford, Ltd., Inc. 


Cedar Rapids, Ia. 


The Line of Douglas Feeds 


The Line of Douglas Feeds includes Douglas Corn 
Gluten Feed, Douglas Corn Gluten Meal, Sweetened 
Douglas Corn Gluten Feed and Douglas Corn Oil 
Meal. All Douglas Feeds are made from Quality 
Corn—source of the safest and most effective pro- 
tein known for animal feeding. Write the feed 
department, Penick & Ford, Ltd., Inc., Cedar 
Rapids, Ia., for a copy of the circular ‘‘Your Sum- 
mer Feed Business’’. 
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FEEDS AND FEEDING 


Proper Summer Feeding 
Pays Liberally 


Written exclusively for The Feed Bag. 


By F. B. Morrison 


Cornell University, Ithaca, New York 


HIS coming summer there is even 

a greater danger than usual that 

many dairymen will cut down 
their net returns by failing to feed their 
cows properly. They have been some- 
what worried by the small surplus of 
dairy products during recent months and 
the resulting declines in prices. Unless 
warned very specifically to the contrary, 
they will be inclined to attempt to save 
money by parsimonious feeding of their 
cows on pasture. 

Everyone will agree that it is desir- 
able to reduce the surplus of milk. How- 
ever, the way to do it economically and 
efficiently is to cull out and sell to the 
butcher the low producers which, even 
under normal conditions, do not pay 
for their keep. If every dairyman who 
has low producers in his herd would dis- 
pose of just one animal, the poorest one 
in his barn, the dairy surplus problem 
would be solved almost overnight. 

Cull Unprofitable Cows 

Now is the time to cull out the un- 
profitable cows and get the herd on 
just as efficient basis as is possible. It 
never has paid and will not pay now to 
be stingy in the feeding of cows of good 
productive capacity. 

All investigations on the cost of milk 
production have shown that high-pro- 
ducing cows produce milk and butter 
fat much more cheaply .than those of 
moderate or low production. High pro- 
duction can never be secured except 
when good cows are well fed. Niggard- 
ly feeding of good cows is always mis- 
taken economy, leading to decided loss. 
On the other hand, liberal feeding of 
poor cows is just as poor practice. 

Pasture Alone Unsatisfactory 

Therefore this coming summer ll 
wise dairymen will see to it that their 
good cows are supplied with enough 
feed in addition to pasture to keep up 
their production and to prevent them 
from running down seriously in condi- 
tion. 

Pasture alone was _ satisfactory for 
cows in the early days, when even the 
best of them yielded only an amount 
of milk which would now be too low 
for profit. By skillful selection and 
breeding the modern high-yielding ani- 
mal has been developed with a capacity 
for producing milk so great that any 
ordinary pasture can not furnish enough 
feed both for milk production and for 
the maintenance of the cow’s body. 

The proper feeding of cows on pas- 
ture is much simpler than during the 


winter. Doubtless this is the reason 
that so many farmers, busy with their 
crops, fail to give their herd the neces- 
sary attention in summer. Often the 
cows are merely turned to pasture after 
milking at night and in the morning, 
with no further thought as to the sup- 
ply of feed actually available for them. 
It is then no wonder that when the pas- 
turage becomes scanty in midsummer, 
the cows run down in flesh and fall off 
severely in yield of milk. Even if fed 
liberally when barn feeding starts in the 
fall, quite commonly they can not then 
be brought back to their usual produc- 
tion. 
Grain Feeding Advisable 

Many also make the mistake of turn- 
ing the herd to pasture before the grass 
is well started. This not only injures 
the pasture but also is apt to decrease 
the yield of milk, for such early pas- 
turage is watery and _ contains little 
nourishment. It is best to wait a few 
day before turning the cows to pasture 
and also to continue giving the cows 
some hay or silage in the barn after 
they are turned to pasture, until there 
is plenty of good grazing. 

In the case of cows producing more 
than about one pound of butter fat a 
day (30 pounds of 3.5 per cent milk or 
its equivalent) it is usually advisable to 
feed some grain or concentrates even 
when pastures are at their prime in late 
May and June. For lower producing 
cows such excellent pasturage may be 
sufficient at this time of the year. The 
amount to be fed must be left to the 
business judgment of the individual 
dairyman. 

After Effects Important 


Later on in July and August in most 
districts pastures become parched and 
scanty. It is then essential te provide 
plenty of feed for all of the cows in 
milk if a profitable yield is to be main- 
tained. Even when the feeding of con- 
centrates does not apparently give an 
immediate profit, it may yet be highly 
advisable on account of the after-effect 
on the cows. If they are allowed to 
run down in condition on pasture, on 


Professor Morrison will be glad to 
answer any questions on feeds and 
feeding for readers of The Feed Bag. 
Absolutely no charge will be made for 
this service. Just send a letter or card 
to the offices of The Feed Bag and 
Professor Morrison will give it his 
expert attention. 
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account of insufficient feed, it will be 
almost impossible to secure good pro- 
duction from them in the fall after barn 
feeding begins. 

Under average pasture condi- 
tions in the northern states, ex- 
perience shows that it is best to 
feed a grain mixture containing 
about 18 per cent protein, using 
this at the rate of 1 pound to 3 
or 4 pounds of Jersey or Guern- 
sey milk and 1 pound of concen- 
trates to 4 pounds of Holstein, 
Ayrshire or Shorthorn milk. 

When pastures become parched in 
mid-summer, it is usually most econom- 
ical to supply silage or soiling crop to 
supplement pasture, in addition to a 
reasonable allowance of concentrates, in- 
stead of trying to keep up the produc- 
tion by the feeding of concentrates 
alone. When a sufficient number of 
cows are fed to use up the silage fast 
enough to keep it from spoiling, silage 
is usually a much more economical feed 
than soiling crops. However, if one 
will not have silage available .for feed- 
ing this summer, it will be an excellent 
plan to see that provision is made for 
soiling crops for the usual dry season. 

Soiling Crops Suggested 

Oats and peas are a good soiling crop 
for early feeding. For later use, green 
second cutting alfalfa or clover, or green 
corn fodder are excellent. 

The increased profits that come from 
feeding concentrates to cows on pas- 
ture are clearly shown in a study re- 
cently made by Prof. W. T. Crandall 
of results im New York cow testing as- 
sociations. In one group of herds the 
production declined very rapidly in 
summer due to insufficient feed on pas- 
ture. The cows averaged only 6,049 
Ibs. of milk for the year. The value of 
product per cow was $146, the cost of 
feed, $73, and the net return over cost 
of feed, $73. 

How Summer Feeding Pays 

A second group fed somewhat better 
in summer, averaged 7,909 Ibs. of milk 
for the year with a feed cost of $85 
a cow, or only $12 more than for the 
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Not Theories—but Facts 


should determine the proper percent- 
age of vitamin-bearing oil to produce 
the most resultful feeds for poultry. 
Marden’s Certified Cod Liver Oil is 
‘fact-proven’—high in quality ... and 
unvarying in vitamin content. 


CERTIFIED 


Cod Liver Oil 


supplies vitamins ‘‘A’”’ and ‘‘D’’ in 
the exact proportions Nature has 
found beneficial . . . and retains all 
these vitamins in theiroriginal and 
natural balance... without sub- 
stitution ... or adulteration. 


Nationally Advertised --- Nationally Used 


Poultrymen ...Feed Mixers... Experiment 
Stations find MARDEN’S a dependable 
source of vitamin-supply ... one that pro- 
duces definite RESULTS at minimum cost. 
Write today for information and prices. Immediate 


shipment made on 30 and 55 gal. drums. Carload 
shipments on short notice. 


Look for It is Your 
This Guarantee 
Trademark of Satisfaction 


COMING SOON! Marden’s Cert-O-fied 
Fish Meal, a guaranteed low fat-content 
fish meal from edible fish. 


Marden- Wild Corporation 


512 Columbia Street - Somerville, Mass. 
212 East Ohio Street - Chicago, IIl. 


first group. This $12 additional worth 
of feed increased the value of product 
per cow to $196 or $50 more than for 
the first group. This made a net re- 
turn over cost of feed $111 per cow for 
these better fed animals. 

A third group was fed still better, the 
cost of feed for the year being $95 per 
cow or $22 more than for the first 
group. This $22 worth of addi- 
tional feed resulted in a production of 
9,720 Ibs. of milk or 3,671 Ibs. more 
than in the first group. The value of 
product per cow was $238 and the net 
return over cost of feed $143 per cow. 
Compared with the first group, the $22 
additional expense for feed not only in- 
creased production sufficiently to justify 
the expense, but each dollar spent for 
better feeding brought a profit of over 
$2.00. 

These data should convince the most 
skeptical that better summer feeding of 
good cows pays and pays handsomely. 


HENRY FIELD SEED CO., Shen- 
andoah, Ia., will. be reorganized with 
an increase of $1,000,000 in capital stock, 
according to Henry Field, president of 
the firm. An expansion program is 
planned which will include new equip- 
ment for the firm’s radio station KFNF, 
which it uses to advertise its products. 


I. K. MAYR, Mayr's Seed & Feed 
Co., Beaver Dam, Wis., has purchased 
the Rav Williams elevator, Beaver Dam. 
This addition increases his group of 
stores to four units. 


ALFALFA 


Dependable Western 
Meal for the Dairy 
feed. 


A valuable addition 
to the ration. 


Write or Wire for 
quotations. 


The Denver Alfalfa 
Milling & Products Co. 


Lamar, Colo. St. Louis, Mo. 
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Don’t Worry About Chains 
Mr. Independent Dealer 


HE feed business in New Eng- 

land has undergone some rather 

startling changes during the last 
three years, or since the writer became 
secretary of the New England Retail 
Grain Dealers association which was or- 
ganized three years ago this summer. 
Without a doubt the most significant 
change has been the entering of the re- 
tail field by several cf the larger manu- 
facturers. On the charter roll of the 
association when it started there were 
less than 50 stores owned and operated 
by manufacturers. Today there are over 
200 such stores, which are members of 
the association and probably 100 more 
stores of a similar kind scattered 
throughout New England. 

Growth of Chain Stores 

Chain stores have not, however, in- 
creased to the extent commonly sup- 
posed, and independent stores have not 
sold out to the chain groups in anything 
like the numbers we frequently hear. 
The fact of the matter is that the man- 
ufacturers now operating retail chains 
have for the most part taken over chain 
groups previously operating under pri- 
vate ownership and management. Par- 
ticularly is this true of General Mills, 
which bought control of the Cushing 
chain, with headquarters at Fitchburg, 
Mass., the J. B. Ham chain at Lewis- 
ton, Maine, and the Narragansett stores 
at East Providence, R. I. 

The Potter chain with headquarters 
at Greenfield, Mass., is now operated by 
the New England Grain Products Co., 
as are the Cutler stores at North Wil- 
braham, a smaller group centering at 
Bridgewater, Mass., and a number of 
single stores scattered throughout the 
whole of New England. The Quaker 
Oats Co. has organized a compact group 
with headquarters at East Longmeadow, 
Mass., and the Purina Mills own and 
operate a considerable number of stores 
in northern New England. The Amer- 
ican Milling Co., now allied with New 
England Grain Products Co., also oper- 
ates a group centered mostly in the 
northern territory. 

Farm Independent Stcres Sold 


Comparatively few of the chain stores 
operated by the manyfacturers represent 
privately owned individual stores which 
have sold out to thems As said before, 
these stores for the most part were pre- 
viously operated as chains and others 
are now stores started by the manufac- 
turers now operating them. 

‘There has been a great deal of unrest 
among individual dealers throughout 
’ this territory; much more so than the 
occasion warrants. Many dealers have 
thought and some have hoped that they 
might sell advantageously while the big 
operators were buying, merging, etc. 
Others have just sat still waiting to see 
what would happen next. A _ consider- 
able number of dealers but not all by any 
means, have gone on about their busi- 


ness just as though nothing were hap- 
pening. This seems to us to be the 
right attitude. There is no sense in 
letting things slide just because there 
has been a little excitement in the trade 
and there is nothing to be gained by 
sitting around waiting to see where the 
lightning is going to strike next. 

Chains Clean Competition 

For the feed dealer who is on his 
toes, there is nothing to be greatly 
feared from the chain store and there 
are ways in plenty of matching any ad- 
vantage which the chain store may have. 
After all is said and done, the ideal way 
of merchandising feed is like the ideal 
way of selling anything else and the 
personal equation will always outweigh 
any other factor. Of one thing we may 
be sure, these chain groups operated by 
the manufacturers are going to offer 
clean competition. They have been in 
operation long enough to prove that. 
The individual dealer need not fear 
price cutting and other unethical prac- 
tices and this in itself should be a mat- 
ter of some satisfaction. The chain 
store has about the same difficulties to 
meet and the same_ obstacles’ to 
overcome as has the individual dealer 
and in some ways the chain store is 
not nearly so well equipped to mect 
these situations. 

For a long time to come the indi- 
vidual dealer will continue to sell New 
England the lion’s share of her grain 
and feed and. those dealers who apply 
the same good judgment and the same 
energy to the business which made it a 
success in the past, will continue to 
succeed. Another point, if the dealer 


really wants to sell out, why not get 
out and hustle, build up a good volume 
and then be in a position when the 
chain store operator comes along to ask 
him a good price. He won't want it 
unless it is doing well and he will pay 
a good price for it if it is. 
Nothing to Worry About 


The present situation, as far as chain 
stores are concerned, is nothing much 
to worry about. We will probably see 
more of them in the future. They are 
bound to be a big factor in the trade, 
but if anybody thinks that these stores 
are going to be much different than any 
other well-conducted store, they are mis- 
taken. Whatever they do to succeed 
anyone can copy and where they make 
mistakes the individual can profit there- 
by. Our advice to New England deal- 
ers is to sit tight and work like blazes 
to build up the business. 

L. P. Townsend 


Cc. O. HUSTON CO., Kalamazoo, 
Mich., reports that its flour and feed 
mill was destroyed by fire with an es- 
timated loss of $10,000. 


M. C. BURNS, president of the Trad- 
ers Feed & Grain Co., has been elected 
vice-president of the Buffalo Corn Ex- 
change. 


TEXAS DEALERS MEETING 

Members of the Panhandle Grain 
Dealers association will hold their an- 
nual meeting at Amarillo, Texas, Thurs- 
day, May 22, R. L. Yeager, secretary, 
announces. He reports that new and 
important problems of interest to all will 
be discussed. The Oklahoma grain men 
will meet at Endi, May 23 and 24, and 
the Texas dealers are to convene at 
Fort Worth, May 26 and 27. 


Letters from 


Our Readers 


Reliable and Timely 


I am very pleased to advise you that 
your paper, The Feed Bag, is in my 
opinion one of the most enlightening 
trade publications with which I have 
ever come in contact. Your editorial 
matter is consistently timely and it is 
undoubtedly, from my _ standpoint, a 
most reliable source of information per- 
taining to the feed business and a con- 
structive medium of authentic reliable 
information. It has been my intention 
to express these thoughts to you for 
some little time. ‘ 

We LEATHERS, JR. 
Marden-Wild Corporation, 
Chicago, 

* 


. Glad to Do It 


The Quaker Oats Co. would greatly 
appreciate your sending them 10 com- 
plete copies of your March issue, includ- 
ing Fhe Feed Bag price charts as they 
have a great deal of use for them. 

A. L, TERRY, 
Erwin, Wasey & Co., Ltd., 
Chicago, Ill. 
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Good News! 


When we are ready to advertise in 
trade papers, we will surely give The 
Feed Bag careful consideration. We 
have heard favorable comments from 
many of our salesmen that your publi- 
cation is widely read by dealers and 
they think favorably of The Feed Bag. 
I thought you would want to know 


just how we feel. 
G. A. HOLLAND, 
Allied Mills, Inc., 
Chicago, IIl. 
kok 


Can’t Be Improved 


Your charts were very interesting and 
I can make no suggestions for improve- 
ment. 
CHARLES STAFF, 
Larrowe Milling Co., 
Detroit, Mich. 


W. A. BURMEISTER, Royal, Ia., 
reports that his flour and feed store 
was destroyed by fire recently with an 
estimated loss of $6,000. 
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Raising» 


CHICKS 


Surest Fasiest 
_ Cheapest 


4 


With 
Doughboy Chick Starter Mash 


Yeast FOAM in Doughboy Chick 
Starter mash lowers the mortality and 
increases the growth of chicks. As a 
preventative of coccidiosis and a stimu- 
lent to excellent health, Yeast Foam has 
proved superior and effective. Your 
poultrymen will appreciate the results 
they obtain from Doughboy Chick Starter 
mash and will be convinced that they 
should continue on Doughboy poultry 
feeds throughout the entire season. 


“Look for the Soldier on Every Sack’’ 


New Richmond Roller Mills Co. 


NEW RICHMOND, WIS. 


R. L. HERRICK M. H. HERRICK 


100% FOR 
THE DEALERS 


HERRICK 
FEED 
CO. 


Phones Phones 
135 
118 


HARVARD ILLINOIS 


WHOLESALE 
GRAIN & FEED SHIPPERS 


R.L. HERRICK, Jr. J. M. HERRICK 


THE 
BURTON 
MIXER 


has been sold to 
hundreds of eleva- 
tor and feed com- 
panies throughout 
the feeding states 
and we have never 
heard of one which 
failed to make its 
owner a profit. 


Invented by 
a practi- 
cal feed man- 
ufacturer, it 
embodies such 
important de- 
tails as exact- 
ly correct 
speed of con- 
veyor, proper 
relation of baffle plates to mixing trough, loads 
and empties from same end, uses a minimum 
of power and requires very little floor space. 


If you are thinking of installing a profitable 
mixing department, or considering replacement 
of your present equipment, write for our illus- 
trated bulletin, prices and terms. 


BURTON FEED & MIXER Co. 


DETROIT MICHIGAN 
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Dealer Should Boost Projects 
Which Help Farmers 


HERE are two or three major 

projects, now being pushed by 

most of the different county and 
state extension forces which are well 
worth the consideration of the feed deal- 
er and just as worthy of his support. 
The progressive dealer is the one who 
keeps informed on the work of his coun- 
ty agent and his state college and 
when these agencies start out on one 
of their meritorious movements, jumps in 
and helps push them along. Particu- 
larly does the good feed dealer take this 
attitude when the work of the exten- 
sion service, as it so often does, has a 
direct connection with the feed business. 


In the state of Connecticut they are 
conducting a vigorous proved sire cam- 
paign. This campaign is bound to bring 
good results. In fact results are already 
observable. Throughout the rest of our 
territory less comprehensive but equally 
important efforts are being made along 
the same line. We are raising more 
and more of our replacement stock at 
home, which in turn is the result of ag- 
itation on the part of our various edu- 
cational forces, and the necessity for 
procuring only the best of sires is self 
evident. Yet, there is much improve- 
ment still to be made along this line 
and the feed dealer can very well afford 


to offer his advice and good services 
toward the end that the sires of all 
calves raised in his community be of 
the kind and type that will work an im- 
provement on the productivity of the 
herds which they head. 


About Summer Feeding 

What about summer feeding? Well, 
here is a place where the feed dealer 
can function to a splendid advantage to 
both his customers and himself. For a 
number of years our college and exten- 
sion forces have been advocating an in- 
telligent program for summer feeding. 
Manufacturers have formulated excellent 
rations for supplementing pasture and 
forage crops. Much has been done and 
is being done to improve pasture alone. 
On the other hand, summer feeding is 
a much different problem than winter 
feeding as everyone knows. Most of us, 
farmers and feed dealers alike, need to 
learn more than we already know on 
this subject. As a matter of fact, no one 
knows all about it for constant experi- 
mentation is continually being carried 
on and new information is constantly be- 
ing acquired by our experts. In any 
event we ought to have the best and 
latest information available. 

Feed dealers should keep in constant 
touch with the work that our colleges 


are doing along this line. They ought 
also to take into consideration the very 
valuable work which the manufacturers 
of the feeds which they handle are also 
doing. These sources of information 
are always available and any feed dealer 
worthy of the name owes it to his cus- 
tomers and to himself to keep thorough- 
ly posted. This is not only good sense 
but it is good business. 
Farmers Must Be Prosperous 

There can be no possible prosperity 
for the feed merchant until there is a 
corresponding prosperity among his cus- 
tomers and there will be no pros- 
perity among his customers until an- 
tiquated methods and measures give 
way to more modern and scientific prac- 
tice on the farm. New England dairy- 
men at best have a most difficult time 
to make the business pay. The last 
few years have been unusually hard. 
Western competition is making itself 
felt and will be a continually increasing 
factor. 

The only possible hope for future suc- 
cess lies in increased efficiency, better 
business methods and more practical 
knowledge of the business. The feed 
dealer can help to bring these condi- 
tions about and should be numbered 
with the leaders who are working 
toward this end. Unless we succeed in 
these efforts the dairy business and that 
much of the dealer’s trade which it rep- 
resents, while it may not be doomed, 
will not be profitable. 


—Lynne P. Townsend 


| MYLES 


LOUISIANA SALT 


*‘Nature’s Purest’”’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 


rate. 


may expect to equal. 


installation cost. 


Established 1825 


With an air collector system if desired. 


“‘We find that we can grind 3 tons of barley 
per hour, oats slightly less, and at a greater 
We have not tried to see what the 
maximum capacity is as our elevators and 
spouts were not built for greater capacity. 
We find that our electric bill has been re- 
duced about $15 per month which repre- 
sents about an 18% saving.” 


Another tribute to the surprising capacities found in the 
Munson High Speed Single Runner Mill. 
ordinary capacities, mind you, but capacities anyone 


In these mills you obtain all of the better qualities of 
the larger double runner mills plus lower operation and 


May we show you why other millers like their Munsons? 
Ask for bulletin 54-A. No cost or obligation of course. 


Munson Mill Machinery Company 


Representatives all over the United States 


Not extra- 


UTICA, N. Y. 
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This NEW 
Product 


gives growing mashes 
a larger, more uniform 
consumption 


OW, poultry raisers everywhere need a growing 
mash that builds the healthiest, sturdiest 
chickens, speeds up late hatched chicks..... 

To attain these results, the mash must have in- 
creased palatability, give a larger and more uniform 
consumption. 


Kraco brings these results 


Your growing mash, mixed with Kraco— the new 
milk product—will meet these essential requirements 
perfectly. 

Chickens fed on Kraco mixed mashes grow strong 
bones, develop yellow pigment in shanks and beaks, 
hold their weight, resist coccidiosis and other con- 
tagious diseases. 

Pullets fed on Kraco mashes give a higher average 
lay, cockerels show bright red combs, baby chicks 
thrive on it. 


An economical year around product 


Kraco does not destroy the ration’s balance — it 
increases its efficiency. It contains 70% lactose (milk- 
sugar)—and a higher percentage of valuable milk 
minerals than any other milk product has. 


Thus—for maximum results from all your mashes, 
Jess Kraco is required in mixing. An economical 
and profitable product for you te handle the year 


around! 
Write for free leaflet 


Let us send you — free —a leaflet that tells you 
about Kraco, and how to mixit. Write for it—today. 


The Milk-Sugar Feed 


Made only by 


KRAFT-PHENIX CHEESE CORPORATION 
403-E Rush Street, Chicago, Illinois 


Hotel 


MILWAUKEE 


The Nation’s 
Meeting Place 


in the 
Convention City 
of America 


‘Dine and dance in the 
‘gorgeous Grand Dining 
Room. Prompt, courteous 
service. Unequalled food. 
Music by the country’s 
finest orchestras. 
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Cash Plan Ends 


Credit Worries 


For Michigan Dealers 


(Continued from Page Twenty-six) 


a cash basis, this firm, along 

with the following firms, on and 

after January 1, will 

SELL FOR. CASH. ONLY, 

EXTENDING CREDIT 
TO NO ONE. 

This notice was followed by the names 
of each firm who entered into the plan. 

Every member reported that when 
January 1 came around they slipped 
over from credit to cash without a 
whimper from their customers! The 
cost of advertising was only $10.00 for 
each firm. Monroe and Washtenaw 
counties, east and north of Lenawee 
county, adopted the same plan, using 
their county papers as the advertising 
medium. The plan worked well 
throughout this part of the state. 


We may be overstepping the custom- 


ary line held by many business firms in 
the past of divulging the records of their 
company’s business. But if we do so, 
it is because we want to share our ex- 
perience with those who will follow our 
example. 
Figures Tell the Story 

The results of going on a cash basis 

are as follows: 


1928 
Cash Credit Total 
. 3138.18 1296.41 4434.59 
February ......... 3580.26 2283.67 5862.93 
March) 4453.26 3270.98 7724.24 
11171.70 6851.06 18022.76 


Sixty-two per cent of the sales were 
for cash and 38 per cent for credit. 


1929 
Cash Credit Total 
5240.23 599.36 5839.59 
February ......... 6446.85 246.19 6693.04 
17813.97 988.22 18802.19 


The cash sales for 1929 increased to 
94.36 per cent of the total while credit 
was reduced to 5.64 per cent of all the 
sales. 


1930 
Cash Credit Total 
Jantiary 9545.26 701.00 10245.26 
February ......... 10948.70 178.61 11127.31 
8783.88 497.56 9281.44 
29277.84 1377.17 30655.01 


Credit sales to April 1 in 1930 have 
been further reduced to 4.5 per cent of 
the total while cash sales aggregated 
95.5 per cent. 

7890.84 339.98 8230.82 

Since April 1 credit has been still fur- 
ther reduced to 4.2 per cent, while the 
cash sales mounted to 95.8 per cent. 

The 1930 credit items mostly repre- 
sent accommodations during 1929 that 
were paid in 1930. Credit-sales at the 
present writing, April 24, total up to 
but a fraction of 1 per cent. 

Don’t Be Big-Hearted 

Beware of the accommodations that 

one is constantly being tempted to grant. 


During the year 1929 we permitted our- 
selves to think we were big-hearted to 
the extent of granting an occasional ac- 
commodation. Invariably the “first of 
the week” never came, and today we 
have somewhere in the neighborhood of 
$1,000 on our books as the result of be- 
ing big-hearted. 

It is very difficult now for a customer 
to get an accommodation for more than 
a few hours. And they respect us all 
the more, because they know we're 
treating all alike. 

If a dealer will say “cash” to all, and 


make no exceptions he will. be very 
pleasantly surprised at the outcome. We 
planned a slump in business of 20 per 
cent. The very opposite happened. Our 
business showed a decided increase. 


HARRY SNYDER flour and feed 
store, Cottekill, N. Y., was recently des- 
troyed by fire with a loss of $25,000. 
Several carloads of grain were also 
destroyed. 


LABEL LAW FOR OLEO 


The Feed Dealers Association of 
Washington has adopted a resolution to 
require the labeling of all butter sub- 
stitutes with the name or names of the 
ingredients used in them. 


at Milwaukee. 


FEED 


Liver Oil, etc. 
feature of Froedtert Service. 


milling wheat? 


are next in the market. 


MILWAUKEE, WIS. PLANT 


Home of Froedtert Service 


The main office and plant of Froedtert Service is located 


The properties include a large malting 
plant, ample feed warehouse facilities and grain storage 
tanks with a capacity of 1,125,000 bushels. 
tion of 19 additional tanks, to increase the capacity to 
2,125,000 bushels is now being planned. Other homes of 
Froedtert Service are located at Minneapolis, Winona 
and Red Wing, Minnesota, and Savanna, Illinois. 


The demand for feedsis good right now 
but the new Froedtert Feed Service is 
on the job and able to make prompt 
shipments of feeds of all kinds in straight or mixed cars. Wire or 
telephone when in the market for Millfeeds, Linseed Meal, Cot- 
tonseed Meal, Gluten Feed, Oat Feed, Dried Grains, Malt 
Sprouts and specialties such as Oyster Shells, Meat Scraps, Cod 
Mixed cars of feeds and grain are a special 


Are you receiving Froedtert quotations 
on corn, oats, barley and poultry and 
Froedtert prices are 
always in line due to the fact that our operating expense is 
divided between the grain department and the world’s largest 
commercial malting business. Try Froedtert Service when you 


Write, wire or telephone the Froedtert 
offices in Milwaukee or Minneapolis. 


Milwaukee Telephone—MITCHELL $410 
Minneapolis Telephone—ALANTIC 1541 


FROEDTERT GRAIN & MALTING Co. 
MILWAUKEE « « 


Operating Elevators at Milwaukee, Minneapolis, Winona, Red Wing, Savanna. 


Construc- 


GRAIN 


« MINNEAPOLIS 
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& Co.’s 
STERLING 
CHICK MASH 


- With Dried Buttermilk 
and Cod Liver Oil 


EPUTATION, quality, ad- 
vertising and sales helps 
make this Chick Mash a fast 
seller and a good money maker 
for dealers. 


Right Now Is The Best Time to Try It 


NORTHRUP, KING & CO. 
FEEDS and SEEDS 
Minneapolis, Minn. 


W. HOSIE 


And With Grass— 


will come lower production costs 
on Milk. Let us hope that 
abundant pastures will permit 
substantial payments by dairy- 
men on past due feed accounts. 


Feed dealers will profit this 
summer by watching: 


1. Collections 
2. Sales 
3. Our Quotation Sheets 


AMES - BURNS CO. 


E. C. KESSLER 
Vice Pres. - Treasurer 


JAMESTOWN, N. Y. 


G. C. GARNER, 
Homer, N. Y. 
Central New York Rep. 


J. D. DITZLER 


President Secretary 


N. A. SMITH 
Watertown, N. Y. 
Northern New York Rep. 


Watch our advertising in The Feed Bag 
for the coming year. 


For real feeding value 


in your 
Chick Starter Mashes 
and 
Pig Meals 


“HUNKY - DORY” 


Feeding Oatmeal 


MANUFACTURED BY 


THe HaErTEL ComPANY 


604 CORN EXCHANGE BLDG. 


MINNEAPOLIS, MINN. 


When in the market for 


Brewers Dried Grains 


(Crown and Hiquality Brands) 


Write or phone for prices 
which are now attractive 


Also at your service when in need of 


Mill Feeds, Gluten Feed, 
Chicken Wheat, Corn 
and Oats 


DONAHUE-STRATTON COMPANY 


Brokers for 
CLINTON CORN GLUTEN—CORN GLUTEN MEAL and 
CORN OIL CAKE MEAL 


Operating Elevators at 
MILWAUKEE—CHICAGO—PORTLAND, ME. 
ST. JOSEPH, MO.—DEPOT HARBOR, ONT. 
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WE SELL DEALERS ONLY 


Queen Wheat Feed 


~ 


= WHEAT FEED 


Wheat Low Grade Flour, Red Dog, Middlings 


— CRUDE PROTEIN 15. 1s 
CRUDE FAT - - 46 


<= Office 315 Corn Exchange 


Bran, Screenings not exceeding mill run — 


CRUDE FIBRE - - 
ST. PAUL, MINN. 


4 


is a Pure 
Wheat offal 
and is man- 
ufactured 
in our own 
mills. Can 
furnish 
Queen in 
straight or 
mixed cars 
with Che- 
rokee Pure 
Bran and 


Cherokee 
Middlings. 


Capital Flour Mills, Inc. 


CORN EXCHANGE 


MINNEAPOLIS, MINNESOTA 


Feed Grinder, the ideal ‘‘all 
purpose” grinder for mill or elevator when 
all kinds of materials are to be ground. 


What 
A 
Past 


Fonp | parents don’t give permission to daughter 
annexing a son-in-law until they take a look at the 
young man’s past. 


The Jacobson Universal 


Universal creates a good impression at first glance—and Uni- 
versal’s past is worthy of some real boasting. It’s the records 
of performance that count and that’s just where Universal 
ranks high above the best of competition in the feed grinder 
field. 


This Valuable Booklet Is Yours! 


No matter what make of grinder you are now 
operating or ever intend to operate, you will find 
the booklet pictured on the right a valuable ad- 
dition to your library. Prepared by authorities 
on Mill Management and written in non-tech- 
nical, every day language, it paves the road to 
greater cash returns and lower grinding costs. 
We will be glad to send a copy without cost 
and, of course, there is no obligation. Drop us 
a line today. 


A.E. Jacobson Machine Works, Inc. 


1094 Tenth Ave. S. E. Minneapolis, Minn. 


Kipp-Kelly, Ltd., Winnipeg, Man., Canadian Representative 


Type S B Corn Cutting and Grading 
Outfit is driven by one belt. 
in several sizes. 
capacity you Gesire. 


Sprout, Waldron & Co., Inc. 


MUNCY, PA. 


Flour, Feed and Cereal Milling Machinery—Elevators, Conveyors and [ 
Power Transmission Equipment 


Kansas City 612 New England Bldg. 


Box 318 


Chicago Office 9 So. Clinton St. 


Made 
There is one to give 


This 


Write for a copy of this 
Catalog describing the com- 
plete line of Monarch Top and 
Bottom Screen Corn Cutters 
as well as our complete line 
of Feed Mixers, Feeders, etc. 
No obligation. 


Monarc 
Screen Corn Cutter Outfit 


Removes Metal from Corn—Steel Cuts the 
Corn— Separates it into three grades— As- 
pirates each grade as it is discharged and 
collects all Chaff, Dust, etc. 


Top and 
Bottom 
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Ready 
RUSH 
Your Shipment 


Your shipment of Reef Brand Pure 
Crushed Oyster Shell leaves our 
factory the same day the order is 
received. The world’s greatest re- 
sources made this possible. 


A direct wire connects our sales 
office at New Orleans with the Mor- 
gan City plant. Orders are relayed 
as soon as they are received. 
Freight cars stand ready on com- 
pany-owned sidings. The order is 
placed into padded cars to protect 
it against damage enroute and 
sent on its way to you. 


In addition to getting the cleanest, 
purest and most digestible oyster 
shell available, dealers also get 
service with every order of Reef 
Brand. 


GULF CRUSHING CO., INC. 
NEW ORLEANS 


eef Bra 


REGISTERED !IN U.S. PATENT OFFICE 


Pure Crushed OYSTER SHELL 
FOR POULTAY 


scORE 
YANKEE DRIED BUTTERMILK 1.0002 
BUTTERFLY DRIED SKIMMED MILK 1.0002 


Demand - - - 
ANKEE’? 


BRAND 
DRIED BUTTERMILK 


BRAND 
DRIED SKIMMED MILK 


Then you will ALWAYS be sure your feeds will SATISFY— 


Because ““YANKEE” Brand Dried Buttermilk and ‘“‘BUTTER- 
FLY” Brand Dried Skimmed Milk are ConsistENTLY UNIFORM 
as to ContENT—as well 
as Pure and Wholesome. Packed in 100 pound moisture proof 
paper-lined burlap bags. 


S. T. EDWARDS & CO., Inc. 
Largest Distributors 
DRIED BUTTERMILK & DRIED SKIMMED MILK 
FEED SYSTEM ENGINEERS 


FEED MILL MACHINERY FEED FORMULAS 
110 North Franklin Street - - Chicago, Ill. 


----for almost half 


a century---- 


BVery time you sell a sack 
of flour it should do at 
least three things for you. Give 
you a fair profit; satisfy your 
customer; and with the future 
in mind, make it possible to 
sell another sack to the same 
customer. 

It takes a good flour to do those 
things. OCCIDENT is that 
kind of flour. Dealers have 
been selling OCCIDENT that 
way for nearly half a century. 


OCCIDENT FEEDS 


Occident Hard Wheat Bran 
Occident Wheat Mixed Feed 


and : 
Alta Hard Wheat Middlings 
FREE FROM SCREENINGS 
HIGH IN PROTEIN 


RUSSELL-MILLER MILLING CO. 
General Offices 
MINNEAPOLIS, MINN. 
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WORTH-MOR Feed Mills, Sioux 
City, Ia., has been incoporated with a 
capital stock of $100,000, to manufac- 
ture and sell feeds. 


HETZEL MILL BURNS 

Hetzel Milling Co., Delavan, Wis., 
was destroyed by fire April 10, with an 
estimated loss of $40,000. The fire, be- 
lieved to have been of incendiary origin, 
started in the office at 2 a. m. The 
blaze was extinguished and the firemen 
gone home when another blaze broke 
out in the plant. It was followed by 
an explosion which completely wrecked 
the mill. Jacob Hetzel, owner of the 
mill, built the plant three years ago, 
after a fire had destroyed his former 
structure. 


When you handle 


Darling’s Meat Scraps, 
Tankage and Bone Meal 


you are handling the best the 
world produces--and it doesn’t 
cost you one cent more than 
the other kind. 


Darling & Company 


Department A, Chicago, Ill. 
STATE DISTRIBUTORS 
LaBUDDE FEED & GRAIN CO. Milwaukee 


Seeding Time 
Is Here 


Sell 


BADGER BRAND 


TRADE MARK REGISTERED 


Selected Seeds 


and 


Seed Corn 


The Largest Seller 


in Wisconsin 


Distributed by 


L.Teweles Seed Co. 


MILWAUKEE, WISCONSIN 


Cottonseed Meal 


ALL GRADES 
Arrival Drafts 


Quick Shipments 


Humphreys-Godwin Co. 


Established 1898 MEMPHIS, TENN. 


‘‘All your needs in grain and feeds’’ 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 
J. C. HUBINGER BROS. CO., Keokuk, Ia....................2.-2-6- Gluten pose 
ROSENBAUM BROTHERS, Chicago, Ill. Gra 
HENRY LICHTIG & CO., Kansas —— Mo 
FAIRMONT CREAMERY CO., Omaha, Neb 
JOHN F. CRAIG 4 co PANY. Philadelphia, Blackstrap Molasses 


MUTUAL REND RING Meat Scrap 
OYSTER SHELL PRODUCTS COL Philadelphia, Pa................. Oyster Shells 
Manufacturers 


“REGAL” 30% PROTEIN 


“IMPERIAL” 33% PROTEIN 
OLD PROCESS OIL MEAL 
with PALATABLE Screenings Oil Feed 


WE MANUFACTURE OUR OWN OIL FEED 


Imperial Meal Co. 
MINNEAPOLIS, MINN. 
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Contract Time 
Is Here! 


Which shall it be— 
Silmosterol or just 
cod liver oil? 


SILMOSTEROIL 


IRRADIATED ERCOSTEROL IN COD LIVER OIL 


is U.S.P.cod liver oil plus ir- 
radiated ergosterol (Vitamin D). 
It is produced in accurately 
controlled Vitamin D potencies 
5x, 2x, and 1x, under the Steen- 
bock patent of the Wisconsin 
Alumni Research Foundation. 


It saves you money. It saves 
money for your customer, the 
poultryman. 


Do not contract for your sea- 
son’s requirements until you 
have the facts and prices on 
Silmosterol. 


Silmo Chemical Company, Inc. 


Department B 
VINELAND, N. J. 


“At the Gateway” 
of 
Minneapolis 


NICOLLET -WASHINGTON 
HENNEPIN AVENUES 
—600— 


First Class Rooms 
AND 


Three Restaurants 
at MODERATE RATES 


Excellent Food 
Courteous Service 
Central Location 
W. B. CLARK, MANAGER 
Home of W CC O Studio- 


GOOD BEDS) 
YOU — 


COMFORT 
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Does Summer Feeding Pay 
Cows Say ‘‘Yes”’ 


(Continued from Page Nine) 


deprived Group No. 1 of the feed neces- 
sary to maintain milk production but it 
also failed to supply enough food to 
maintain body weight which had to be 
rebuilt from the winter feeding. 


Group No. 1 lost a body weight of 96 
Ibs. from June 1 to September 1, the 
period when pasture was fed exclusive- 
ly. Group No. 2 gained 38 Ibs., while 
Group No. 3 had a weight increase of 
59 Ibs. 

Loss on Grass Only 

From October 1 to February 1, Group 
No. 1 showed a loss of $15.78 per cow. 
After coming into winter quarters, this 
division not only failed to pay its feed 
bill but was off to a bad start for the 
entire year’s production. Group No. 2, 
on the other hand, showed a profit of 
$17.05 per cow during the same period 
cf time, while Group No. 3 had a het 
income of $38.47 per head above the cost 
ef feed. Both of these groups had an 
excellent start and were in the prime 


cf condition to continue their cycle of 
production. 

Even the most conservative of farm- 
ers cannot overlook the value of sum- 
mer feeding. The man who plans for 
greater profits tomorrow as well as to- 
day will put it into practice, at once. 
Summer feeding is no longer a theory. 
The cows themselves have proved its 
value. 


A. W. BRAISTED MARRIES 

Members of the New England Retail 
Grain Dealers’ association and the many 
friends in the grain trade of Adelbert 
W. Braisted, Bennington, Vt., will be in- 
terested to learn of his marriage to 
Mabel Patterson Pierson of Bennington 
on April 24. 

Mr. Braisted retired from the presi- 
dency of the New England Retail Grain 
Dealers association last December. His 
administration was marked for its vig- 
orous management and the adoption of 
an intensive program of work, the prin- 
cipal innovation being the establishment 
of the New England Agricultural Di- 
gest. His host of friends join in wish- 
ing him and his bride the greatest of 
happiness. 


Phone 
GENEVA 
7389 


BETTER SERVICE” 


HIAWATHA GRAIN COMPANY 
GRAIN MERCHANTS 
MINNEAPOLIS 


Made in 9 sizes. Belt or motor 
driven. Single and double head. 


DON’T BE BLIND 


to the Big Profits in Mixed Feeds. Write for our 
New Proposition on Feed Mixers that will help you to 
make 1930 a Big Profit Year. 


Diamond Huller Co., Winona, Minn. 
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Phone 
7389 

Hn 
HOTEL 


Franke Grain Co. 


Established 1892 


GRAIN AND FEED 


MILWAUKEE, - WISCONSIN 


THIS LABEL IS A SYMBOL THAT 
STANDS FOR QUALITY IN FEEDS 


Thousands of feeders demand feeds bear- 
ing this label as it guards their interests 
and increases their profits. 


Flory feeds are built to meet the nutri- 
tional requirements of the most exacting 
feeders of live stock and poultry. 


FLORY MILLING CO. INC. 


EST. SINCE 1853 BANGOR, PENNA. 


Deutsch & Sickert 
Company 


400-402 Chamber of Commerce, MILWAUKEE, WIS. 


REPRESENTATIVE OF 


A. E. STALEY MFG. CO. 


Corn Gluten Feed . . . 23% Protein 
Corn Germ Meal .. . 18% Protein 


Staley’s Soy Bean Oil Meal 
40% Protein 


Straight and Mixed Cars 


PRIDE OF THE SOUTH 
Genuine Oyster Shells 


Write for delivered prices 


Get our CORN and OAT Prices 


Feeds of all kinds also Hay— 
Alfalfa Hay a Specialty 


Use the Phone—Call 


Broadway 1674 


Immediate Shipment 


Bran-Middlings 
Oilmeal 


WIRE US 
| > 


MILWAUKEE, WIS. 


Straight and mixed cars of everything in feed. 
We can get it out in a hurry. 
Warehouse capacity over 2500 tons. 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 


minimum $1.00. 


FEED BUSINESS FOR SALE 


Electric equipped custom feed mill and good 
warehouse on railroad siding, in one of the best 
dairy sections in North Central Wisconsin. A 
good proposition. Priced right. Write MLC-26 
c/o THE FEED BAG, 86 East Michigan street, 
Milwaukee, Wis. 


FOR SALE OR EXCHANGE 


Will sell, or exchange for good fully equipped 
farm, a feed, grain and coal business. Equipped 
with all new machinery. Electric power. Lo- 
eated in the best farming section in Wisconsin. 
Write FM-24, c/o THE FEED BAG, 86 East 
Michigan street, Milwaukee, Wis. 


FOR SALE 


20,000 bu. capacity elevator equipped with 
grinding and cleaning machinery, electric power. 
Excellent for retail business. Located in one of 
Wisconsin's foremost dairy centers. Write DC- 
42, c/o THE FEED BAG, 86 East Michigan 
street, Milwaukee, Wis. 


FEED BUSINESS FOR SALE 


Retail and Wholesale flour and feed business 
for sale in city of Malone, N.Y. Fine dairy sec- 
tion. Located 
ment, Grinder, Mixer, Corn Cracker. etc. 
WASHBURN MILLING CO., Malone, N.Y. 


FEEDS AND FEEDING 


Latest complete illustrated editions of Feeds 
and Feeding by Professors W. A. Henry and 
F. B. Morrison and Commercial Feeds by W. H. 
Strowd for sale by The Feed Bag. Feeds and 
Feeding $4.50 per copy, Commercial Feeds $3.90 
per copy f.o.b. Milwaukee. Special price for 
one copy of Feeds and Feeding in combination 
with a one year subscription to The Feed Bag 
$5.50. Price for Commercial Feeds with The Feed 
Bag $4.00. Price for both books with The Feed 
Bag $7.50. Send check or money order with 
order to THE FEED BAG, 86 East Michigan 
street, Milwaukee, Wis. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 
Write for our prices in straight 
and mixed cars with bran, midd- 


lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


on line of railroad. Full equip- .- 


NICHOLS FARMERS MILLING 


CO., Nichols, Wis., has discontinued 
business, according to A. L. Nichols, 
secretary. 


AUGUST BAARTS, Truman, Minn., 
has remodeled his feed mill and installed 
new machinery to take care of his in- 
creasing business. 


E.J. KOPPELKAM CO. 


GRAIN FUTURES 


373 Broadway 


MILWAUKEE, WISCONSIN 


Phones Broadway 32, Broadway 783 


Member. Chamber of Commerce 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 


WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


‘CROUCH BROS. mill, Erie, Pa., has 
discontinued operation. The property is 
to be converted into a warehouse and 
the machinery and equipment sold at 
public auction. 


Reliance Feed Co. 


MILLFEEDS 
500 CORN EXCHANGE 
MINNEAPOLIS, MINN. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


2 Corn Exchange 
oMINNE POLIS, 
“Stand by Stan’”’ 


LINSEED MEAL 
CARLOTS 


Linseed By-Products Co. 


562 CHAMBER OF COMMERCE 
MINNEAPOLIS, MINN. 


IOWA MILLING CO. 


CEDAR RAPIDS, IOWA 
Shippers of 


CORN and OATS 


Cedar Rapids Weights and Grades 
Get our prices—We can save you Money 


OR 
Corn Cutters 


M U N $0 N Superior Batch Mixers 


Write 


MODERN ELEVATOR SUPPLY CO. 
MINNEAPOLIS, MINN. 
Complete Equipment for the Modern Feed Mill 


$1.55 per bale New Orleans carlots— 
shipment same day your order is 
received. Standard Bales — highest 
quality. For less than carlots ship- 
ment out of Milwaukee write or wire 


LA BUDDE FEED & GRAIN CO. 


MILWAUKEE, WIS. 
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M.G. RANKIN & Co. 


GRAIN 


AND 


Chamber of Commerce 
MILWAUKEE, WIS. 


“Heavy Poultry Oats 
BULK or SACKED 
Ask for Samples and Prices 


J.F. Zahm & Co. *Siio” 


OHIO 
Specialists in Milling Wheat-—Corn—Barley 
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NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF 


Mother’s Best Flour 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. Co. 
1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 
344-346 MILWAUKEE STREET 
PHone | 076 MILWAUKEE 
Broapway WISCONSIN 
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OWL BRANv 


COTTON SEE 
MEAL 


Standard Since 1875 


F. W. BRODE CORP. 


MEMPHIS, TENNESSEF 


Get on our list. Market letters and prices. 


BANNER GRAIN CO. 


MINNEAPOLIS, MINN. 


Milling Wheat 
All Proteins and Glutens 


Corn, Oats and Rye for 
Milling and Feed 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


GET PARKS’ DIRECT 
MILL CONTRACTS 


Anything in the Feed Line 


Millfeeds Screenings 
Dried Butter Milk Bone Meal 
Meal Coarse Grains 


J. P. PARKS, Broker 
Direct Manufacturers Representative 
400-401 New England Bidg. 
Kansas City, Mo. 

327 So. La Salle St., Chicago, Ill. 


trade. 


CAMEL Wheat Mixed Feed 


CAMEL Feed is equally well suited for either dairy cows, for hogs, 
or for poultry mashes. 
and reasonably priced. 


It is an ideal feed for a dealer to carry 


Special Middlings 
ZEBRAS make a rich slop for little pigs. 


They are rich in quality and their low cost 
makes them increasingly popular with the 


EXCELSIOR MILLING CO., 


ZEBRA 


Yes sir! 


POWER 


That's what you want first of all 
in a car mover...and that’s the 
biggest odaaniuaact in the ATLAS, 
This power has been proved by 
actual tests. Your mill distribu- 
tor can show you illustrated 
material and can cite cases 
in which ATLAS superiority 
has been proved. 

Get an ATLAS mover and 
you'll see the difference in 
a jiffy. Ask your supply 
man. He knows and can 
give youguick 
service. 


Interesting, il- 
lustrated, de- 
scriptive mat- 
ter free for the 
asking, 


APPLETON 
CAR MOVER 
COMPANY 


Appleton, Wis. 


NRE SESE 
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KREAMO 


SWEET DAIRY FEED 


16144% PROTEIN 
MANUFACTURED BY 


MINNESOTA FEED COMPANY 
MINNEAPOLIS, MINNESOTA 


Mixed Cars a Speciaity—We Handle All Kinds of Mill Feeds 
Shippers of Corn and Oats—Write for Samples and Prices 


Now Is the Time 
to Buy 


ETRUVENS 
MEAL 


Because: 


1—Prices are lower at 
the beginning of the new 
fishing season than at any 
other time of the year. 


2—The Ames experi- 
ments have convinced feeders 
all over the country that 
STRUVEN’S FISH MEAL 
is the best source of Pro- 
teins and Minerals. 


Write us for sample and prices. 


Chas. M. Struven & Co. 


Dept. E, 114-116 S. Frederick St. 
‘Baltimore, Maryland 
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Fortified with NOPCO- /frisced side by side 


would extend 
SEATILE,} from Coast fo Coast 


S’ 613,350 Tons of Feed 


Supplied with Natural Vitamin D 


I ESS than two years ago we announced a line of super-potent NOPCO Cod Liver Oil Pro- 
ducts. During this brief period, more than four hundred manufacturers have adopted this new method of 
supplying the Vitamin D requirements of their feeds. 


Up to April Ist, 1930, these manufacturers had purchased: 


1,011,394 Lbs. of NOPCO-X 


The feed in which these super-potent NOPCO Products were used would fill 12,267,000 100-Ib. bags. 


1,024,678 Lbs. of NOPCO-XX 
And 


these, if placed side by side, would reach from Coast to Coast. 


Best Source of Vitamin D”’ 


Many feed manufacturers made elaborate biological 
and experimental tests before adopting a NOPCO 
Super-Potent Cod Liver Oil as a standard part of their 
poultry or animal feeds. 

An official of one large concern which conducts a 
large experimental farm writes: 

“Our decision to use NOPCO-XX was based on a 


Only the Natural Vitamin D Used 


We do not use synthetic Vitamin D in any NOPCO 
Cod Liver Oil Product. The high potencies are ob- 
tained by adding a concentrate of Vitamin D from 
—< cod liver oil to natural steam-rendered cod 
iver oil. . 


Let Our Advertising SPEED Your Sales 


a more scientific analysis of the subject than is usually 
the case. Wenmiade the decision after the facts had 
proved NOPCO-XX to be the best commercial 
source of Vitamin D from the 
point of view of general feeding 
economy.”’ 


No matter how well-known your brand, it will sell 
better if it carries the nationally advertised NOPCO 
Guarantee of adequate vitamin potency. 


Write us for the complete NOPCO plan 
and current prices. 


NationaL Orr Propucrs Company, Ixc. 


i or Executive Office and Factory: 38 Essex St., HARRISON, N. J. 
Johns, Newfoundland 


BUHLER 
DRIVE 


Two One 
moving inch 
parts belt 


is an automatic oscillator which does away with the post boxes, collars, 
pulley, eccentric shaft, eccentrics and connecting rods commonly used for 
imparting motion to the sieves of Receiving Separators, Graders and Scalpers. 
Makes a new machine a better one. Makes an old machine a new one. 
The principle involved is so original that there is no background for comparison. 


The Buhler Patented Drive can be supplied for both new machines and old ones. 


A new catalog (No. 123) printed in colors. 


S. HOWES CO., Inc. 


May we send it? 


. SILVER CREEK, N. Y. 
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Growt 
for birds 


and business 


RUE VALUE Growing Mash is de- 
signed to make healthy growth for 
both birds and business. The profit 
is there for poultrymen and dealers alike. 


People feed baby chicks to make them 
grow rapidly and profitably. After they 
pass ‘‘chickhood” they get ‘“‘growing”’ 
mash. This feed should be of the type 
adapted to building strong bodies, heavy 
bones, and developing great capacity for 
egg production. Those are True Value 
features. 


Dealers sell feed because of the 
profit there is in it. They look, 
not for immense profits from a 
single sale, but toward developing a per- 
manent, ‘‘growing”’ trade. Personal ser- 
vice, a thorough understanding of the 
feed business, and selling feeds which in- 
spire confidence are the means by which 
dealers succeed. Make your trade grow 
the True Value way. 


It will pay you to get all the details by 
writing to Ladish Milling Co., Milwau- 
kee, Wis. They manufacture and guaran- 
tee True Value feeds. 


True Value 


REG.U.S. PAT. OFF 


GROWING MASH 


WITH BUTTERMILK 


NET WHEN PACKED 


LADISH MILLING CO. 
MILWAUKEE, WIS. 


HY = 
| 
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Lieblein 
Sells 
King Midas 
Exclusively 
Address. the 


KING MIDAS MILL Co. 


Minneapolis, Minn. 


In the Copper Country, Ed. M. Lieblein, 
owner of the largest individual wholesale 
grocery business in America, sells King 
Midas flour exclusively. Mr. Lieblein 
gives King Midas no small measure of 
credit for his large business. His attitude 

- toward King Midas is expressed as fol- 
lows: “I think so much of King Midas 
that our entire flour business is done 

with the King Midas Mill Co.” 


Building 
| Flour 


